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Time for “Wheat-Like” Shoes 


HAT is this thing called Style? 
Some shoes have it—some never will. We 


have seen a pattern for fourteen consecu- 
tive seasons—in style, and we have seen one born this 
morning blush unseen. What’s all this talk of hot, 
hotter, hottest applied to style? This thing called Style— 
its only use in a store is “when it adds to the profit pos- 
sibilities of that store.” 

Style is IT—when accepted by a number of people 
and when wanted and worn by great numbers of peo- 
ple—then it becomes style in time and tune with shoe 
merchandising. Not orchid-like for the few, but wheat- 
like—satisfying the many. It doesn’t flower over night 
but grows slowly and surely, sometimes spreading over 
seasons. Such style is a credit to maker and seller, for 
the satisfaction and happiness that new shoes give is 
worth both praise and profit. 

Al Smith, at his best, said: “If you are marching four 
blocks ahead of the procession, you cannot be said to lead 
the parade.” Neither can a shoe ahead of its fashion- 
interest be said to be in style or in time with demand. 
We knew a buyer once who could pick gorgeous num- 
bers. But the boys on the floor would hide them for ten 
weeks to ripen until the public had caught up with the 
trend. 

People know more, see more, and understand more 
about the right shoe for the right dress and suit, and 
will go the length of a State to get the right color. So 
it behooves us shoemen to buy fashion-right as well as 
shoe-right. 

A shoe does not have to be entirely new to be in 
fashion and neither does it have to be high priced. In 
this issue we are to give the fashion appeal, not of the 
“400” but to the fashionable Forty Million, whose buy- 
ing of shoes in springtime means a healthy business at 
retail. 

We are noticing this season a common sense approach 
to the subject of styles. Shoes that have been bought 
for spring have been salable numbers with less and less 
of gingerbread shoes picked simply for window display. 





This is the time of the year to draw a sharp line between 
predicted style (in samples) and accepted style (in sell- 
ing shoes) in stores. 

For the past three months merchants have had an op- 
portunity to see more samples than ever before and to 
hear why each has a place in springtime selling. We 
hope that most merchants have picked assured sellers, 
for it is only the shoes that the public wants that sell at 
a profit. 

With this issue we serve as scene shifters by removing 
the sample room setting and stepping right into the mer- 
chant’s store with the shoes that will really sell at a 
profit in the next ninety days. We herald a busy spring- 
time, already announced by a burst of good weather. 
We believe that the public is new shoe-conscious MOST 
from the first of March to the twentieth of April. 

So use every selling and advertising appeal to move 
goods at a profit in the next seven weeks. 


* * * 


T is true that in some countries shoes may be bought 

slightly cheaper than in the United States ; but in those 
countries wages and salaries are little if any above one- 
half the scale paid in this country. The situation may be 
well summed up thus: In no country in the world can a 
wage-earner, of any class or in any profession, buy as 
good a pair of shoes with one day’s wages as he can in 
America by fully 30 per cent. Such an industry deserves 
well of the public and deserves well of law-makers, 
local, State or national. 

Such an industry deserves a better understanding by 
the public. Its accomplishments in the way of cheapen- 
ing a great necessity of life ought to be better recog- 
nized ; and especially in the halls of Congress there should 
be a clearing up of misinformation and a better under- 
standing of the facts. 
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Eight Shoe Weeks Ahead 


N shoes for the fashionable “forty million” the sudden 
i vogue and acceptance of the town suit brings in the 
pump in kid and patent ; the black kid with reptilian 
trims on the straps and quarters, and heels of reptile with 
the black kid or patent. The continued vogue of the 
featured galayak and the black ensemble with white or 
eggshell blouses, the smart new brimmed hats and many 
pearls about the neck, tells the shoe retailer that a healthy 
trade in black shoes and all-over reptiles will prevail 
through Easter. 

After Easter, which is rather late this year, white kid 
and calf, suede, buck, ooze fabrics, and white kangaroo, 
will start the anticipated and heralded white season. This 
season white footwear will sell longer and in greater 
volume than last year. Women will wear a white shoe 
with prints, linens, cottons, and with the off tints of crepe 
de Chine. Many of the white kid shoes have tiny bands 
of fabric as a trim. This trim can be dyed so as to 








match or complement a costume. The plain white kid 
shoe should mount the extra pair sales. 

The volume wearing of beige clair is under way and 
when worn with the darker stocking expresses a new 
note in summer footwear. This beige clair makes a 
very noticeable shoe and by it being conspicuous, espe- 
cially when worn with the darker hose, it tends to make 
women more shoe conscious. 

The brown pump is selling and also some of the 
neutral beiges. The apple green shoe should be a big 
seller this season, partly because it is green, and partly 
because it can be worn with good effect with yellow, 
beige, white and biscuit; when the green shoe has a 
narrow strapping of black it is possible to wear it with 
many other combinations and black. Purplish blues 
so long talked of in the RecorDER, are now seen the 
length and breadth of Fifth Avenue. 


ANY of the blues are styled with beige summer 

furs. The neutral shoe may be worn with this 

type of ensemble but a blue pump or one strap is of 
course smart with the deep beige stocking instead of gray. 
Fabrics are being used by many of the style creators, 
in combinations and two and three tones, or white to be 
dyed. This is an age of novelties and when something 
new and pleasing comes into the market there is usually 
a big field for the selling. Embroideries are important 
especially on the vamp and quarter lines. Some straws 
are selling with embroideries. The punched shoe seems 
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into Summer 


to fit as no other novelty has. Punched effects in all white, in the white 
and beige, and the novelty tips in chocolate colorings. 


IGHT weeks from now sports shoes must be on the shelf waiting 

for first customers for the biggest and best sports season. Women 

are today spectator sports-minded as far as choosing daytime clothing 
for summer wear. 

No. 1. The “actual” sport shoe is the punched hole oxford in glacé 
calf and is very important. 

No. 2. The dressier pump in linen and kid is an important shoe this 
season. The linen may be worn white and then dyed, and is a natural 
complement for all dress colors in this seasons program. 

No. 3. The white kid pump with chocolate trims in punched effects 
is made very unusual by the patterned broguings. The box heel makes 
this shoe very salable. 

No. 4. The official type of spectator 
sports shoe in white buck, with the sweep 
lines to accent is always smart. This type 
of shoe may keep in a line each season by 
changing the tip and quarter contours. 

No. 5. Smart oxford types are fea- 
turing ooze with color trim and punched 
hole patterning. The angular tip and 
chevron lines are the new feature. 

No. 6. The demi-oxford of suede is 
about to swing into American production. 
The saw tooth edges and the colonial 
throat treatment are both new in the pat- 
tern world. 
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A new trimness in men’s suits 
brings smarter styled shoes into 
Springtime sale—colored shirtings 
also stimulate fresher shoe patterns. 


a Smarten Up MEN 


Because of the double breasted suit vogue in blue gray and 
blue mixtures the light weight straight tipped formal type is an 
important shoe for the smart and clever dresser. 


The man who dresses in brown and who does not favor com- 
binations usually wants a town shoe in one tone brown calf with 
smart punchings and clever tip effects. 


For general wear the vamp line carries the heavier stitchings 
on toe cap and quarter line. In some parts of the country the 
demand for a higher heel than formally shows a trend to custom 


lasts. 


The custom last with the broad swing of the sole is gradu- 
ally becoming noticed in more popular grades. Restrained 
stitching effects are important. 


Spectator polo oxfords are using the seamless quarter line. 
The racy line and the swing of the tip make this shoe out- 
standing in high grade footwear. 


Another treatment of the throat and top line. The punched 
treatment on the quarter adds to the “fastness” of the style. A 
clever shoe to be worn with the new three and four toned 
ensemble exploited at Palm Beach this season. 


The trend toward smarter 
styles in men’s apparel will 
help shoe merchants to sell 
more pairs this spring and 
summer. 
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Doll Up Children 


A season of beauty in juvenile foot- 
wear ahead—a change from mere 
foot coverings to real foot thrills. 


The new importance of vamp decoration is shown in all footwear 
worn by children. 


The first shoes in pastels and black patent show dainty cross-stitch 
detail. This trend is a reflection of the mother’s footwear. 


A white kid shoe is indeed a necessity in every child’s wardrobe. 
This summer a big white season is expected for all ages as the pastel 
and new floral prints for children demand white dress shoes. 


Black patent leather is very desirable for the eight or nine year 
old daughter. Not quite old enough to wear sophisticated patterns 
yet the need of the two toned leather braiding and unusual bow is 
often apparent. Pick new and correctly proportioned footwear 
fashions for the in-between-ages. 


This novel treatment of the sports shoe is very flattering to the 
child, who for the first time enjoys a patterned oxford. Shoes of 
this type are being made in lighter weights and are becoming more 
important each season. 


This season gives the young boy his place in the style picture. 
Young boys find the moccasin patterns comfortable in sports types, 
so watch the demand for a more dressy shoe in moccasin lines. The 
freedom and comfort of this vamp is being universally recognized. 


The town boy who desires the last word in daytime stylings, de- 
mands types with a sports theme. This can also be made up in a 
tan and white spectator oxford. 





Style has definitely arrived 
as a paramount factor in 
juvenile apparel; in shoes it 
means more pairs and better 
profits. 
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is that its two proprietors don’t read the Bible.” 
So spoke Elmer Young, shoe merchant from 
Fairfield, and an old friend of the Bowmans. 

“Now, take my case,” he went on. “I made more 
money last year than I ever made before. I did it 
simply because I read in the Bible, ‘Ask and ye shall 
receive.’ Then I set about to see if that’s true.” 

“Is there any collection with this sermon?” asked 
Jim Bowman dryly. 

“Just a collection of facts. Would you like to make 
more money? Then listen to me. Gentlemen, there are 
only four ways to increase profits : 

1. Greater volume with the same expense. 

2. Less expense with the same volume. 

3. Fewer markdowns. 

4. Greater original markup. 

“Now think! Volume, expense and markdowns are 
hard to change, as you will admit. It is only by a great 
effort that you can do those first three things—and then 
only in a limited degree at best. 

“But how easy the fourth method is! The asking 
price can be changed by a simple wiggle of the pencil, 
making a nine out of an eight or a five out of an ought.” 

“Just like that!” Charley sneered. 

“Yes, just like that!” Elmer snapped back. “Unless 


“7 i VHE trouble with Bowman & Son’s shoe store 
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you are too bull-headed to believe me—and the Bible.” 
There was a smile in his eyes if not in his voice. 

“Pardon me, Charley, this just came in. What’ll we 
price it?” One of the salesmen, Peter Milligan, inter- 
rupted them and handed Charley a new shoe. 

“Oe, teak wt... s 

“Just a minute, Charley!” Elmer cut in. “Don’t be 
in such arush! Shoe men spend days and weeks of hard 
thought on other problems but only ten seconds on 
pricing a shoe. Yet if the shoe isn’t priced right—by 
right, I mean high enough—no amount of thought or 
hard work can undo that mistake.” 

“What do you mean, high enough?” Charley asked. 
“We paid $4.80 for this, planning to price it $8.00. 
That’s the regulation 40 per cent.” 


‘ST IRST, let’s see exactly what this $4.80, the cost 

price, has to do with it anyway,” Elmer answered. 
“The factory price may be said to represent the shoe’s 
intrinsic value. It is based on so much leather, so much 
workmanship, so much expense, etc. Material things, 
don’t you know? 

“So we buy women’s shoes mainly on the basis of their 
intrinsic value, but we sell them on an entirely different 
basis—a style basis. If you think intrinsic value enters 
into the selling price, just dig out a pair of women’s 
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Factory Price vs. Selling Price 
By 
MURRAY C. FRENCH 





















shoes four year old. See what you can get for it. 
Nothing! Yet it has just as much intrinsic value as 
the day it was made—just as much wear, just as much 
fit, but worthless because the style value has vanished. 

“Common sense would seem to say that shoes should 
be priced upon the same factors that the customer uses 
in deciding whether to say yes or no, style and suit- 
ability. The cost price of this shoe, $4.80, should be 
used only to establish a minimum, at a 40 per cent mark- 
up, below which you may not go. 

“Cost and value are two different things, Jim. The 
value to the customer means the amount of style, finish, 
fit and suitability in the shoe. The total cf those things 
determine how much she will pay for it and still feel 
she got her money’s worth.” 

“How much should we price this shoe then?” Charley 
asked impatiently. 


sis coming to that in a minute. This shoe would be 
classed as a novelty type, wouldn’t it? Your ex- 
penses are higher on novelties than on staples—more 
complaints, more returns, more window space, more ad- 
vertising, more time spent in buying and in selling. More 
markdowns, too. Therefore, novelties must carry more 
markup. 

“So if your total expense is 30 per cent it is probably 
divided into 31 per cent on novelties and 29 per cent on 
staples. If your markdowns amount to 5 per cent, let’s 
estimate that they are 7 per cent on novelties but only 
4 per cent on staples. Now, as to net profit, I insist any 
shoe man is foolish not to aim at 7 per cent of his retail 
sales instead of the 2 per cent most of them are now 
making.” 

“According to that,” Charley interrupted, “our mark- 
up on novelties should be 31 per cent plus 7 per cent plus 
another 7 per cent for profit. That makes 45 per cent. 
Whew!” 

“Exactly right! Forty-five per cent average on nov- 
elties, 40 per cent on staples. And don’t forget, you'll 
never get it if you don’t ask it. To my mind, this shoe 
in question has more than ordinary style appeal. It 
should therefore carry more than ordinary markup. 

“In my store it would be priced $9.50. Your nerve 
isn’t stepped up to today’s requirements yet, so probably 
$9.00 will have to do. That’s close to 47 per cent.” 
“But it cost only . . .” 

“Forget it! Answer me this truthfully. Hasn’t this 
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shoe more real style appeal than many others that you 
are now selling at $8.00?” 

ee 

“Then in this shoe at $9.00 you are actually giving the 
customer more genuine value from her standpoint than 
you are in those others at $8.00. See what I mean? You 
are therefore more likely to be overcharging her for the 
$8.00 ones than for this one at $9.00 on a style-per- 
dollar basis. This even though the two shoes cost the 
same at the factory. 

“Another question. Do the shoes with the closest 
markup sell best? Of course not. Those that ‘hit the 
spot’ sell best at whatever price they’re marked. What 
are shoes worth anyway? Just what the customer will 
pay for them and be satisfied. No more, no less. Not 
any certain markup over the cost. 

“The facts are that the successful, independent shoe 
stores in your grades the country over are getting well 
over 40 per cent markup on women’s shoes. They don’t 
talk it at home or abroad—for obvious reasons. But in 
private most of them admit they’ve got to get it to make 
the kind of profit to which they are entitled. That’s 
what makes them successful.” 


OUR talk sounds radical,” Jim Bowman said, 
“when so many big business leaders insist that if 
shoe retailing would reach a sound foundation, we re- 
tailers must achieve mass distribution, with reduced costs 
and lower selling prices, not higher.” 
“Yes, Jim. And those same gentlemen—they give me 
a laugh—always point with pride to the lowered costs 
in the manufacturing field, due to mass production. But 
let’s not forget that shoe manufacturing was the first 
major industry to perfect mass production. 
“Look at the shoe factories now! They are in worse 
shape than the retailers, if anything. Mass production 
[TURN TO PAGE 86, PLEASE] 
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A Dangerous Situation 


N2? having lived for quite 150 years, we are un- 
prepared to say whether there ever was another 
Congress less productive of constructive legislation and 
less responsive to popular opinion than the one now in 
office in Washington. Observation extending over a 
score or so of years reveals nothing to match the pres- 
ent. Why does it take legislatures so interminably and 
infinitely long to learn that straightforward sincerity 
pays? 

Every tariff schedule is considered on the basis of 
bargain and “swap’’—an exchange for “this” concession 
to the farmers so that-an industrial item can ride 
through. There is apparently a total obliviousness of 
our politicians to the newer social and economic condi- 
tions that have arisen in our national life. There has 
not been as much “horse trading” since Grant’s ad- 
ministration. 

There should be a traditional tariff policy, econom- 
ically sound. But what the country will get is one of 
the most damnable tricked-up conglomerations of in- 
justices ever put into law. 

A wide world will be irritated, and a nation of busi- 
ness men, large and small, on the farm, in the mine, in 
the factory and in the store will be disturbed. Con- 
gressmen and Senators take little cognizance of the 
fact that every activity in America is business, and must 
be solved by sound, economic legislation. 

We have never seen tariff alone made the one pana- 
cea for business troubles. Yet there is a menace in re- 








tarded tariff legislation. The last few weeks in Con- 
gress have been oratorically an anarchy, and if Con- 
gress doesn’t watch out it will nullify all the good that 
the stabilizing words of President Hoover have accom- 
plished. 

There will unquestionably be a major change in the 
line-up of the next Congress, but that will be too late 
on tariff legislation. Business men the country over 
will be aroused to the necessity of economic legislation, 
and we sense already an uprising of business men to 
remedy future legislation by putting into office only 
those men who are capable of thinking clearly and 
correctly. 

One trouble with both the branches of the Congress 
of the United States is that lawyers are too plentiful, 
and that business matters are juggled and bamboozled 
and tied up in a knot by them. There are two brands 
of lawyers chiefly in evidence; one is the characteristic 
country lawyer, the other is the city lawyer. The Re- 
publicans have had too many of the latter, while the 
Democrats, on the other hand, have a preponderance 
of country lawyers. This type of congressional rep- 
resentative is usually honest, and is seldom accused of 
being unduly subservient to corporations, but their re- 
moteness from business affairs make the business world 
sit up and tremble when they undertake to draft busi- 
ness laws for the country. 

We feel that it would not be doing violence to any- 
body’s preconceived political notions to say that there 
has been more politics than straight business, in both 
political camps, during the past two months. Jockeying 
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about and playing for position, and “accumulating po- 
litical capital,” and fooling the voters in general have 
appeared to occupy the minds of a number of mem- 
bers of both houses to a very large extent. 

The tariff always was “a tiresome subject,” on gen- 
eral principles ; but it is a vitally interesting subject to 
those industries which, by a stroke of the pen, may be 
damaged millions of dollars’ worth. We have no 
apology whatever to offer for using a good deal of 
space on this subject. As we have already pointed 
out, the retail dealer is interested, or ought to be, as 
well as the manufacturer; and the very fact that hides 
may be dutiable and shoe and leather schedules may 
remain free is an indication of danger. 
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Prompt Pay 


HE very slowness of payments by retail custom- 
ers makes the problem of getting money in hand 
more and more difficult. 

When a store finds that a customer loads up the 
charge account to the limit and then buys no shoes for 
months following, that store knows that there is but 
one answer—the customer is paying cash for shoes 
somewhere else. In such a case, the only thing to do is 
to demand the money by any one of a dozen collection 
processes. 

Here’s a new method by which a store can play fair 
with customers: Pay cash—or monthly. Divide the 
charge accounts into two 
classes — the regular 








Some such plan as that may solve your problem of 
getting customers to pay promptly. 
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Million Dollar Days 


— day’s passing brightens the economic pic- 

ture. The few days of real springtime weather 
that have swept the country last week did more to make 
people new shoe-conscious than all the talk in the 
world. 

Day by day, and particularly sunny days, the eco- 
nomic situation improves. The advertisement of spring 
clothes has little effect on a person wrapped up in furs 
in the bitter cold days of springtime; but let a good 
rush of warm air sweep into town and the public thinks 
of buying. Then the natural law of finding the money 
to please the eye does its little bit to make the spendable 
dollar change hands. Six sunny days, up North, with 
the temperature above sixty. Their worth can be 
measured in the tens of millions of dollars per day. 

With the right breaks in weather the February slump 
will be lifted and a March merchandising season will 
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Interested Until Satisfied 


" HANKS, call again.” The usual, hackneyed, 
outworn phrase heard so often in shoe stores. 
Uttered without particular feeling or sincerity, it means 
to the customer only this: “Here are your shoes—I 
have your money.” 
Contrast that bleak utter- 





monthly account on which 
all purchases made in one 


ance with the parting words 
of a successful merchant 





month will be due and pay- 
able in full no later than the 
tenth of the following 
month; and, second—de- 
ferred payment plan which 
affords the advantage of se- 
lecting the merchandise, 
having it charged, and if 
not paid the following 
month, is put on a regular 
interest-bearing basis of 8 
per cent per annum. Then 
if the customer does not 
pay on time the interest 
charge is added. 
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—God News— 


“I want to compliment you on the 
merger of the Recorder and the Re- 
tailer for you have created new and 
better ideas for those of us who are 
receptive. We have reached the time 
when shoes and many accessories go 
hand in hand in the modern shoe 
store. 

“With every good wish for a bright 
future for our Boot and Shoe Re- 
corder— 

MRS. J. I. GOODMAN, 

Goodman’s Guarantee Shoe Store, 

Laredo, Texas. 


* * * 


We are trying to make the book more 
and more interesting to the ladies who 
work in shoe stores and it is a distinct 
pleasure for us to register the comment 
of Mrs. Goodman. The time has come 
when no shoe store is without its fem- 
inine advisors in fashion and publicity. 


President. 


— 





combining THe SHOE RETAILER, March 1, 1930 43 - 


who has completed the fit- 
ting and selling of a pair 
of men’s corrective shoes. 

“Now, I am sure these 
shoes are right and I believe 
they are just what your feet 
require. However, I want 
you to come in after you 
have worn them a few davs 
and let us see how you are 
getting along with them. 
There may be some small 
adjustment needed ; we 
make no charge for keeping 
your feet happy.” 





~~. Planned Window Displays 


“Produce Results 


-T AV, How a Seasonal Schedule, Worked Out Well in 
| Advance, Will Help Your Spring Windows Earn 
Extra Dividends 





special attention to window displays in every 

retail shoe store. From now on, the shoe store 
windows should reflect the spirit of the new season and 
thus help to create in the minds of the public a spring 
consciousness and an eagerness for spring footwear. 
Effective window displays form a vital part of every 
effective retail sales promotion plan for spring. 

From this time on window displays will receive more 
attention from the public than they have in the winter 
months, when people are less inclined to pause and 
study the merchandise on view. With the advent of 
spring the average is in a receptive mood toward the 
thought of new apparel and new shoes. It is the busi- 
ness of the shoe merchant to capitalize this receptiveness 
and make the most of the tremendous possibilities of his 
windows. 

To make your windows produce maximum returns in 
general publicity and actual sales, it is necessary to start 
out at the beginning of the season with a well though- 


M ‘oxi the first spring month, calls for special 
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out plan to carry through the next three months. Win- 
dows should be changed not less often than every week ; 
whenever it is possible and practicable more frequent 
changes will pay returns that will more than justify the 
extra time and labor involved. To accomplish this, how- 
ever, every display should be part of a well considered 
plan rather than simply an isolated idea thought up on 
the spur of the moment because it happens to be neces- 
sary to change the windows at that particular time. 

The merchant should make it a point to sit down with 
the man whose duty it is to attend to the windows and 
go over the matter of what merchandise should be fea- 
tured and in what way during every week of the spring 
season. In this way a schedule can be developed that will 
be logical and consistent and in which each display will 
be made to serve the store’s general plan of publicity 
during the season. Naturally the schedule will be some- 
what flexible, subject to changes and revisions made 
necessary by subsequent developments, but it will never- 
theless serve as an invaluable help in charting the course 
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of window promotion from week to week. By having 
such a schedule it will also be found that much time 
can be saved in the actual work of planning and install- 
ing individual displays, for it will be possible to plan 
and work ahead, lining up the material to be used 
several weeks in advance. 


+ geapmaapetcs T events of the spring season will natural- 
ly be considered carefully to make the displays more 
effective through timeliness. In March there is St. Pat- 
rick’s Day, offering occasion this year for an effective 
trim in green, already hailed as an important color for 
spring shoes. In April come Palm Sunday and Easter, 
festivals of the highest importance to the shoe merchant. 
In May the shoe store can build effective displays around 
Memorial Day, which ushers in the beginning of the out- 
door season. Aside from these several holidays there 
will be many local events which can be effectively fea- 
tured as a background for window displays. 

In mapping out the spring window display schedule 
it is vitally important that the whole subject be con- 
sidered in connection with the store’s advertising and 
general sales promotion plans. Window displays and 
advertising, including newspaper ads, direct mail, bill- 
boards, street car and all forms of publicity are definitely 
related parts in the store’s general scheme of sales build- 
ing and each can be made to work in harmony with the 
others so as to give added force to all. A window dis- 
play, featuring a new style, will be doubly effective if it 
appears simultaneously with an attractive and striking 
newspaper ad, and this is another reason why a carefully 
planned schedule, worked out at the beginning of the 
season, is essential in making your windows produce 
maximum returns. Real results are not obtained by 
working in a hit or miss fashion by following a plan. 
Carefully considered and prepared well in advance. 


OB RECO! 





A A A 
Coming Events 


That offer opportunities for 
effective window displays 


March 17, St. Patrick’s Day 
March 21, Beginning of Spring 
April 13, Palm Sunday 
April 20, Easter Sunday 
May 30, Memorial Day 


Keep these events in mind in planning your spring 
window display schedule. Make them highlights on your 
program for the next three months. But don’t confine 
your feature displays to these. Tie up an attractive, 
interesting window with any important local event in 
your community. Study how to give every window a 
special interest, so that the people of your town will 
look to see what you are doing this week. Planning 
ahead and working ahead makes effective window dis- 
plays. 











Show Shoes for Occasions 


Marshall 


Field & Company Simplify Customer's Selection 





ee im a ——| 
| Te Friends of Pleld &4 Company: We are desirous of introdecing our — 
Shee Section, appointed tor your 

and During the 

month of -y the price y 
shoe in our regular stock ts reduced. 


We have aise secured « representa- 











fer the ensuing season on which we 
make the same concession in price. 


At the adjoining bestery section, fifth 
fleer, and on the first fleer, you will 
find 2 seasenable selection of colors 





and occasion is undoubtedly one of the most effec- 
tive ways of stimulating footwear sales. To accom- 
plish this, however, it is necessary to educate the cus- 
tomer as to the right shoe for each occasion. Recogniz- 
ing this fact, Marshall Field & Company, Chicago, have 
published the attractive and interesting little booklet 
illustrated on this page, which gives at a glance just 
the information which the well dressed woman will 
wish to have about shoes and hosiery for various uses 
and occasions. 
To make-it easier for the customer to find precisely 
the shoe or stocking she requires with a minimum ex- 
penditure of time and effort, the booklet gives a com- 


\ EATURING shoes in their relation to the costume 
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@. “Trends in Shoe Fashions” is issued as a direc- 
tory for the store location of hose and shoes, and 
also for fashion information. This latter is divided 
into four classifications: Evening, afternoon, 
street, southern resort or sports, and trends in shoe 
fashions. In each division there is a statement on 
style, materials and shoe colors. The last para- 
graph is devoted to hosiery. There is one page 
devoted to the correct pronunciation of French 
names of colors. 


plete store directory for shoes and hosiery sections. 


l TNDER the heading “Trends in Shoe Fashions,” the 

Marshall Field booklet says: 

“The ensemble idea continues. In the ensembles are 
found shoes, purses and gloves of the same or harmoniz- 
ing materials and colors. 

“Shoes are more important than ever and must be 
chosen with much care, for shoes, to be smartly worn, 
must be suitable for the occasion. It is necessary for the 
fastidious woman to discriminate between shoes for 
morning and afternoon and betweeri shoes for active 
sports and spectator sports. 

“Individuality, achieved by design, is the concern of 
the smart woman. The design of shoes often depends 
on the costume. In general it is very simple. “The 
greater intimacy of our frocks makes the simplest type 
of shoes most appropriate so that while our gowns are 
often more elaborate our feet still follow the classic 
paths of simplicity.’ The models which are most favored, 
the opera pump, the one-strap slspper and the oxford, 
indicate the truth of the statement.” 
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foreign sources for considerable supplies of its 
essential raw materials. 


7 i VNHE United States is partially dependent on 


For the past three years the imports of hides and 
skins have approximated an annual average of 489,614,- 
937 lb. Those in 1929—515,680,184 lb.—were not only 
above this average but also represent the largest volume 
since 1923. 

Reptile skin imports in 1929 totaled 1,898,796 lb. 

American tanners obtain their hide and skin require- 
ments from approximately one hundred different coun- 
tries. 

Cattle hides account for slightly more than 51 per 





sufficient importance to materially influence comparisons. 





PRODUCTION 
361,402,183 Pairs 


IMPORTATION 
6,182,641 Pairs 


Work Sheet of Industry shows fig- 
ures topping all other years but do 
not let that frighten you for it does 
not mean a 1930 overload on the 
shelves. The ghost of past production 
vanishes when the spotlight of per 
capita hits the figures. The popula- 
tion has grown 21.1% since 1913 but 
our shoe products show the smallest 
increase in yearly value of any of the 
major sixteen industries. There is no 
dark cloud of unwanted shoes for 
with present hand-to-mouth buying 
most of the shoes are consumed within 
the year of their production. 


cent of the volume of imported raw materials and 
approximately 3114 per cent of the value. 

Calf and kip skins represent almost 11 per cent of 
the total volume of raw materials. 

More than 60 per cent of the entire output of the 
world’s goat and kid leather is manufactured in the 
United States. 

More than 50,000,000 goat and kid skins are turned 
into leather in American tanneries yearly. 

Ninety-nine per cent of America’s requirements in kid 
and goat skin come from abroad. 

One the total hides and skins imported into the United 
States during 1929, 1914 per cent were goat and kid 
skins. 


1929 SHOE PRODUCTION BY STATES AND CLASSES 


Number of pairs 


Boys’ and Misses’ and 
State Total Men’s youths’ Women’s children’s All other? 
NIE, © vs sce cbebes vee 361,402,183 94,770,112 22,992,557 131,303,209 39,926,826 72,409,479 
Eh cantce hak endo 83,539,555 21,632,457 2,456,044 40,148,328 5,507,301 13,795,425 
EE. ecu edan sc eethassoe 76,007,949 15,199,413 5,115,290 21,670,810 5,562,513 28,459,923 
rics Sse idine-nanagedulee< 50,745,213 16,991,016 6,066,242 19,003,592 5,092,128 3,592,235 
iho 5G 5c vedenaaneis 27,870,945 4,353,495 ,299, 989, 5,196,654 7,031,476 
a” a ee 22,975,832 9,655,423 2,242,137 7,266,393 2,712,620 1,099,259 
rd stb nes in teeeews 19,483,253 10,577,126 1,476,007 2,928,532 2,658,622 1,932,966 
ND i sn5 4 oc ccew dkiciens ee 17,232,118 009,871 ,704,804 3,401,433 5,528,114 3,587,896 
ae RET SUG TE bce aon ease ues 16,400,103 ~° 3,279,843 511,885 9,348,712 938,378 2,321,285 
LS Ee eee 15,427,350 1,149,716 1,011,247 11,118,627 1,639,780 507,980 
oO ee eee 31,719,865 8,921,752 1,109,461 6,426,902 5,180,716 10,081,034 


*All other footwear (72,409,479 pairs) includes infants’ footwear, 23,750,040 pairs; athletic and sporting shoes, 
1,611,920 pairs; shoes (principally women’s) with satin, canvas, and other fabric uppers, 3,121,492 pairs; slippers for house 
wear, 35,798,289 pairs; moccasins, 1,016,835 pairs; and barefoot sandals, play shoes, and all other footwear, 7,110,903 


rs. ' 
*Combined reports covering plants located in more than one State are submitted by some manufacturers. Statistics 
for Massachusetts and New York include a few plants located in other States, but such plants are not believed to be of 
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Luke Zinner had written. Jack stood by im- 

patiently waiting to see it, for he felt a pro- 
prietary interest in all that affected the children’s shoe 
department. Finally Billy passed the letter to Jack who 
read the following: 


Bi fumbled in his pocket for the letter which 


Welcome, Little Stranger ! 

This letter, probably the first you have ever had, welcomes 
you to the finest little town on this earth. 

Congratulations on your good judgment in choosing Fretton 
for your birthplace and on your excellent choice of parents. 

However, there’s something else you need if you want to go 
through this world in comfort—and that’s shoes which come 
from this store! Just tell Mother that your little feet are so 
soft and tender, and that the wonderful collection of unformed 











BILLY ROGERS 
Shoe Merchant 


By HAROLD WHITEHEAD 


Business Consultant 


Billy looked up with a frown as 
he pulled at his left ear. “Just 
what are you getting at?” he 





bones need great care to insure your being equipped with “good 
understandings.” 

And tell Mother that we specialize on fitting just such little 
feet as yours are, and will be, with shoes which give them the 
opportunity to grow as they should. 

Come and see us when you can—you’ll enjoy our Teddy Bear 
family! 

Sincerely yours, 
“Jack,” The Children’s Shoe Man. 


P. S. If you don’t get our shoes right away—Cry for them! 


Jack read the letter twice, his face widened into a 
broad grin as he did so. Billy watched him, a twinkle 
in his eyes as he did so. Then he said: 

“Pretty hot I call it, Jack.” 

“Hot! It’s a wow, with a capital W,” Jack replied 
with enthusiasm. “Let’s start sending it out right away. 
I have the names of nearly a dozen families with new 
born kids.” 

After a little further discussion it was agreed that 
some special stationery should be printed with a cut of 


a little Teddy Bear at the lower left hand corner. In- 








asked. 
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stead of having the letters typed it was decided that Jack 
should write them in long hand. He wrote a good clear 
hand so that the letter would not only be distinctive but 
easily read. 

The following few weeks proved that the idea was a 
winner, for new faces were seen in the store and people 
began asking for “Jack.” One or two fond mothers 
told Jack that they were going to keep the letter because 
it was the very first one the babies had every received. 
The letter was shown to visitors who laughed good- 
naturedly. The two young men decided the letter was 
successful because it was human. 


the story, Mr. Rogers. Your Teddy Bear stunt is sure 
one of the biggest ideas ever put over, but you ain't 
cashing in on it as you should.” 


ACK had by this time joined the others, for he felt a 
personal interest in anything touching on his depart- 
ment. Billy introduced Jack to the salesman and told him 
that Jack was in charge of the children’s department. 
The salesman then assumed that Jack was the man to 
whom he should address his talk. 
“T was just telling your boss that you ought to cash 
in bigger on your Teddy Bear idea and we want to 


ood Acks began to develop quite a skill in the use of the help you. Now, we make Teddy Bears, probably have 
| little Teddy Bears in trimming the window. The one the biggest line in the country. What you ought to do 
ttle . ‘ ‘ 
the next to the Warranty Shoe Co. was devoted all the is to have a stock of bears, and give one to every child 
time to displaying children’s shoes. One window con- that gets a pair of shoes from you. We can make ’em 
ear tained a row of tiny Teddy Bears holding paws and up specially for you with a wired-on label saying that 
sitting on a long sign that ran the width of the window. they came from your store. See the big possibilities in 
. “Lilacs” never used the bears without tying them up it? Every kid will keep it and show it to their friends. 
' definitely with shoes. Billy had so hammered home the Other kids will pester their mothers till they buy some 
‘ importance of seeing that the stunt was never allowed shoes from you. Why, Mr. Brinstead, you can have the 
ya to overshadow the shoes that none could forget it. shoe trade of Fretton lashed to the mast.” 
kle June looked with a little perplexity at Billy during Jack nodded his head in agreement and replied, “It 
the few weeks following the installation of the Teddy isn’t so dusty if the Teddy Bears don’t cost too much, 
Bear stunt; she could not quite make out this new and _ is it Billy?” 
ied more serious Billy. True, he was full of fun, but there Before Billy could say anything the salesman con- 
ay. was a thoughtfulness and care of details back of his tinued enthusiastically. “That’s the wonderful part of 
ew good humor that had formerly been lacking. Even Billy the whole thing, Mr. Brinstead. We went into the costs 
hardly realized the effect upon his’ nature, of his father’s very carefully at the factory and for a Teddy Bear 6 
iat death and of the serious business grilling he had so inches high we can quote you a dollar eight a dozen; 
of recently gone through. that’s only nine cents apiece. Now I'll show you the 
'n- exact bear we have in mind to sell you. And that price 





BOUT a month after the establishment of the chil- 
dren’s department a salesman from a St. Paul toy 
house called on Billy. After introducing himself he stated : 
“My firm asked me to call on you with a good idea 
it has for building up your business.” 
“Yes?” Billy remarked somewhat suspiciously. 
“Yes sir,” the salesman agreed vigorously. ‘“Here’s 


[LLY ROGERS wanted to own a shoe store. 


+ & 
The Story Thus Far: 


He had $17,000 and some practical experience ac- 

quired as a salesman in Parker’s Shoe Shop. 
$22,000. Acting on the advice of June Solent, Billy consulted Jethro Blunt, president of Fretton 
National Bank, and the latter scanned the figures on Morland’s business. Billy decided not to buy 
Morland out and after consulting his former boss, Parker, decided to launch his own business. He 
picked a promising location, acquired a stock and opened his store. Billy’s competitors made trouble 
by cutting prices. The matter of collections causes Billy and June a lot of worry. They decide to go 
on a cash basis and send out a collection letter to customers, whose accounts are overdue. The letter 
produced unexpected results, angry protests and lost customers. Getting his stock down to a reason- 
able figure is Bill’s next problem. He hears a talk at the Chamber of Commerce on retail merchandis- 
ing and later confers with the speaker, Professor Brinstead, on his own problems. He decides to dis- 


includes the special wired-on label too.” 

“Don’t bother to show the sample now. Tell us how 
many we would have to buy to get them at that price,” 
Billy inquired. 

“Only ten gross,” the salesman said with an airy wave 
of his hand. 

[TURN TO PAGE 87, PLEASE] 


George Morland was willing to sell his store for 


pose of his dead stock at any cost and finally sells the surplus merchandise in Boston, but at a stag- 
gering loss. Later Professor Brinstead invites Billy to dinner and suggests that his nephew, Jack, join 
Billy in the shoe business. Billy reacts favorably to the idea. He meets Jack Brinstead and they 
arrive at a temporary working arrangement. A chain leases a store adjoining Billy’s and opens with 
a flourish, while Billy’s trade falls off perceptibly from the new competition. Ways and means of 
making Billy’s store a headquarters for children’s shoes are next considered. Prize contests and a 
Teddy bear parade arouse a lot of interest on the part of the kiddies. 
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A fashion experience dating back to 
when she was a girl in Texas, then a 
jump to the Henning Boot Shop in New 
York with six years of contact with 
the customer in that great fashion 
center, to be followed up by four years 
of merchandising and sales promotion in 
the apparel field. A number of trips 
abroad and recently one of many to Palm 
Beach, and there you have in a nut shell 
the reason why Miss Rhea Nichols is 
now fashion advisor to the Allied Kid 
Company 


among horses during Shakespeare’s time. In 

“The Taming of the Shrew” Shakespeare 
alludes to Petruchio’s steed as being “afflicted with the 
fashions.” Thg complaint today is a common one, but 
not among horses. 

Fashion changes are basic and can always be linked 
with economic and historical changes. After the post- 
war deflation, America entered the greatest era of pros- 
perity the world has ever known. It was only natural 
that Americans should expand their vision and take 
time to express more culture. As a consequence, Amer- 
ican women are the best dressed in the world, because 
fashion is an expression of culture. 

That small group of women who make fashion his- 
tory are most sensitive to changes. This group knew 
gate crashing, and too informal entertaining was no 
longer to be tolerated. That woman representative of 
this group was seeking harmony in her home and sub- 
tley in entertainment. We then began to hear of 
“color harmony” in kitchens, bathrooms, etc. What 
could be more important than harmony in dress? Out 


sé 2 ASHIONS” was the name of a certain disease 


USING FASHION 
FACTS TO EARN 
MORE PROFIT 
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By MISS RHEA NICHOLS 


Fashion Advisor 
Allied Kid Co. 


of this movement a new profession was born, that of 
the fashionist or stylist. 

It is the duty of the fashionist to study trends that 
embrace all apparel industries. The fashionist requires 
special training and is an integral part of textile, fabric, 
leather and other basic industries. This man or woman 
studies color as far as a year in advance. 

How can you best utilize this fashion information ? 

Take the facts given you from the various sources, 
check it back with gown shops (and those of you in 
department stores with your ready-to-wear departments ). 
Don’t expect the store stylist to be a technician. You 
will notice stylists today are finding it imperative that 
they give their information in terms that you merchants 
and buyers can understand. 


| WOULD say we are now celebrating the wedding of 

“art” and “practicability” in the shoe industry. You 
haven’t time to be constantly checking up with the 
gown, coat, suit millinery and kindred industries as to 
what they are selling—but it is imperative for you to have 
this information, in order that the shoes in your stock 
will become an intimate part of the costume whole. 
You will find confidence in Fashion will then replace 
pessimism and confusion. 

You ask me the pitfalls of such a movement. 

My reply is that.there is only one. Don’t feel that 
one must express the same theme that everyone else 
does, simply because this fashion information is going 
to everyone else. Fashion is basic but interpretation is 
individual regardless of fashion trends. Each of you 
must apply this information only as it affects your own 
locality and trade. Your own individuality must ex- 
press itself wholly and completely. The fashionist can 
supply you with the information as to when blue will 
reach its height this spring and when blue or dark green 

[TURN TO PAGE 86, PLEASE] 
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The season will be longer ~ are you prepared for it? 







Costumes and shoes 


Everyone everywhere YY 
White Kid shoes are 
demanded by the 


SUNTAN Vogue 






cAmalgamated Leather Companies, Inc. 
Offices:319 Arch Street ,Philadelphia;sx Factories, Wilmington, Del. 
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AMERICAN, GIIRIL” 


ARCH-SUPPOR, 











































































COMFORT AND ECONOMY 


This is the Lucille, a distinguished new member of the “American Girl” Arch 
Support Shoe family. It’s a shoe as good as its name, bringing to you, Mr. 
Dealer, not only a popular priced and unusually smart Arch Support creation, but 
such a fine example of thorough shoe-making in the Goodyear Welt manner, that 
it will act as a foundation on which you can build up the popular priced footwear 
business of your community. 


IN STOCK AAA’s to EEE’s 
Retails at $5 and $6 


Always worth 100 cents to the $1—never a mark-down. Write for 
catalog or for salesman, as our representatives are now on the road. 


‘THE SAM B. WOLF SONS CO. Cincinnati 
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Fashion’s playground—Fifth Avenue’s winter home— 
Prognosticator of what is to come—such is Florida. 


This season Florida endorses VVhite shoes. And 
White shoes shall rule. WVhite NACO is essential to 


Fashion’s program. It is fully chrome tanned, will not 
turn yellow, and is correctly priced. Try a sample. 


A. C. LAWRENCE LEATHER COMPANY 


210 South Street, Boston, Mass. 
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Photo shows Mr. Louis W. Gordon, President of the Deauville 

Import Corp., watching “DEAUVILLE” LINEN being 

subjected to a “‘Jaw-Test’”’ to determine its satisfactory tensile 
strength before offering it to the Shoe Industry. 


Every “DEAUVILLE” Fabric must undergo this rigid inspec- 

tion, and must register a tensile strength at least equal to that 

of the finest materials of its kind available. Then, and then 

only, is it offered to the trade as a worth while contribution to 
fabric footwear. 


DEAUVILLE 


38 West 32nd St., 


Boot AND SHOE RECORDER 
combining THe SHOE ReraILeER, March 1, 1930 











INEN YEAR/ 


“DEAUVILLE” 
Offers a LIN EN which is 


DYEABLE... 


DURABLE... 
BEAUTIFUL! 


We predict that 


DYEABLE 


LINENS Will Be The OUTSTANDING 
Shoe Fabric For 1930! 


IN ADDITION WE ARE OFFERING IN 


SOLID COLORS 


16 Distinctive Shades 
att IN STOCK ror rusH DELIVERY! 


THE CRY THIS YEAR IS DEFINITELY FOR 


LINEN! 


SAMPLE SWATCHES GLADLY SENT UPON REQUEST 


E IMPORT CORP. 


St.1 New York City 
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(LEFT) 


THE BRAMBLE BROWN COTTON JERSEY 
ZIPPER comes as a surprise in the medium 
price range. It is a shoe that your customers 
will appreciate at once for its exceptional style, 
quality and dollar value. Also comes in Mist, 
Swagger Tweed, Beige and Black. 


(CENTER) 


THE SNAP STYLE SHOWER BOOT enjoys a 
wide popularity for town wear. It provides an 
unusually attractive value in this growing 
class of all-rubber footwear. Comes in Black, 
Gun Metal, Dark and Medium Brown. All 
sizes fleece lined. Women’s net lined also. 


(RIGHT) 


THE CONVENIENCE OF THE TRIM CO-ED 
has made it a favorite with the younger genera- 
tion. It comes in colors that delight the modern 
eye: the new Mist color, the lively Bramble 
Brown, the famous Swagger Tweed, the warm 
Beige, and the indispensable Black. 


























THE MEDIUM 


EETING one of the merchant’s most 
important problems, Goodrich pro- 
vides leaders in every price class. 

The beautifully styled overshoes illus- 
trated here fill the demand for modish foot- 
wear at a moderate cost. With these 
attractive models you can offer discriminat- 
ing customers full value in cut and quality. 


Goodrich 
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make Quick Sales 


PRICE RANGE 


« 








st Accurately fitted to the coming fashions 
by experts in constant touch with the trend, 
these Goodrich models are keyed to make 
quick sales the moment they are displayed. 
The B. F. Goodrich Rubber Co., Estab- 
lished 1870, Akron, Ohio. Pacific Goodrich 
4 Rubber Co., Los Angeles, Calif. In Canada: oe ke 
Canadian Goodrich Co., Kitchener, Ont. 


0 
| SHOWER BOOTS 
DPPCT§S — « vxunies 
Boor ae Sues Hiscossas ot ern 1980 67 
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Some prefer firmly 
matured black kid, 


feeling that it means 


longer retained shoe 


shapeliness. 
Some prefer the softer, 


and more mellow 


| Yiaw EVANS 


ee — _- 
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type of skin, for its pronounced 
comfort. 

RUBY KID strikes the happy me- 
dium thru its individual tannage 


which produces a firmly fibred tex- 


ture which is also mellow and | 


pliable. 
Thus shoes made from RUBY KID 


will both hold their shape and give | 


the wearer exceeding Comfort. 


JOHN R. EVANS & CO. 
CAMDEN, N. J. 


Philadelphia Boston St. Louis 
Cincinnati Rochester Milwaukee 














LEATHER 


1930 
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Standardize on 


Cvanst Brardw 





THE CROYDON 


A2l1 
in Black Calf 


A22 
in BroWAi Calf 


M. A. PACKARD COMPANY 
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THE 
FAIRFAX 








Style 327 
in Black Calf 
Style 328 
in Russia Calf 












THE 
DEVON 
Style 783 
in Black Calf THE 
RUE 
Style 769 
in Black Calf 


Our Catalog 
illustrating all styles in stock THE 
for Spring and Summer is now BARON 
ready. Style 413 


in Black Calf 
A Request to Dept. 6 


will have our immediate 
attention 


BROCKTON, MASSACHUSETTS 
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ONLY ONE 
BRAND OF 
WOVEN 
LEATHER 
SANDALS 


with the 


FAMOUS 
bo eth TRADE 
ox: rox SEES MARK 


ON EVERY 
GENUINE PAIR 





“Deauville Sandals” is the trade name of superior woven sandals, manufac- 
tured solely by the Golo Slipper Company. When Deauville Sandals were 
first introduced, they instantly became the vogue with leaders of fashion. 


(9 SERGE REE“ 


Now millions of women wear Deauvilles for style and comfort and other millions 
are learning of them through the 30,000,000 Deauville advertisements this sea- 
son in powerful magazines. 


Because Deauvilles are so popular, they have been widely imitated. Only 
genuine Deauville Sandals are stamped with the name on the soles of every 
pair. Sell genuine Deauvilles and watch your profits grow! 


GOLO SLIPPER COMPANY 


129 DUANE STREET NEW YORK CITY 
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AAA to EEE 2% to 10 


CURTIS-STEPHENS EMBRY CO. 


AIR-O-PEDIC SHOE COMPANY 


612 ATLANTIC AVE., BOSTON, MASS. 


merchants intending 
to capitalize National 
Foot Health Week 
should immediately 
investigate this fea- 
ture line of smartly- 
styled women’s welts 


NINE REASONS 


2. Air-O-Heel Rest. 

3. Air-O-Pedic snug fitting arch. 
4, Support for metatarsal arch. 
5. Room for cuboid bone. 

6. 

7. Special steel shanks. 

8. Non-binding throat line. 

9. Smartly styled welts. 


















to retail from 


$7 to $8. 
Vv 









WHY 


A perfect fitter. 






Ankle hugging patterns. 


WIDTHS SIZES 











JUNIOR 
AIR-O-PEDICS 
ARE MADE BY 










READING, PA. Ww 


MANUFACTURERS 








Y 
“~ 


WALK ON Al 
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SS clence Opens a New Road 


“The Sole with the Selling Story’ will help you sell more shoes. To men, 
women and children in a// walks of life science now offers a new and better 
shoe soling —flexible—comfortable—safe treading — quiet — waterproof — 
good looking — extra long wearing — guaranteed. 





This new Uskide is still the fine, firm, easy -to-work Le 
bottoming material that has long since established itself 


as the standard by which all composition soling is judged. 9 ( ~\. ra 
\ 


Take full advantage of this new opportunity. Reach out for 


new customers with this “Sole with ea 
the Selling Story.’’ Without delay c > 7 


specify the new Uskide in present- 


=“ 
able lines of Men’s, Boys’, Youths’, / Ze RS 
Little Gents’, Misses’ and Children’s ZY AG re 


sizes. Send for a copy of “‘The Sole 
with the Selling Story.” AddressSole 
and Heel Division, United States 
Rubber Company, Providence, R.I. 


1 


Boot AND SHOE RECORDER 
combining THm® SHOE RETAILER, March 1, 1930 








Boo 





LASTING TOE COMFORT 


Manufacturers have found that comfort 
can be skilfully combined with stylish ap- 
pearance through the use of Celastic— The 
Quality Box Toe. The newest toe shape 
and the smartest style patterns lose their 
value if the shoe does not offer the wearer 
muscle-relaxing toe comfort. The one-piece 
toe, made possible by the fusing qualities of 
Celastic, eliminates wrinkled linings, giving 
interior smoothness and flexibility across the 
toe line . . . You can always depend upon 
Celastic to accurately interfret the individu- 
ality of your last. 


United Shoe Machinery Corporation 
BOSTON, MASSACHUSETTS 


* 


THE QUALITY 
BOX TOE 


GAC 
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Prophylactic Turns Are 
Areh-Supporting Turns! 


The new and finer line of Prophylactic turn shoes are 
genuine arch-supporting turns, with a special cottage 
shank. Here’s selling point number one: a nine-iron, 
flexible turn shoe with a rigid steel arch support. 


Prophylactic shoes are built 100% on Coordinated 
Lasts and Patterns, the last word in shoemaking, a 
tremendous step in advance of all other modern im- 
provements. Here’s selling point number two: sample 
size fit and appearance in every size and width. 


at ne ong 3 wan The Modern Prophylactic shoe is made by the Ault- 
AA. A. B,C, D. Price 68.86. Williamson Shoe Company, known for more than a 
No. 138 “Tae - popes Pg decade for their value-plus policy in regard to mer- 
B,C.D. _ Price $3.85. chandise, and their liberal and far-sighted sales policy, 


resulting in close cooperation with their dealers. 


Write for a Spring style folder showing numbers now 
in stock. Illustrated are two of the newest numbers in 
the Modern Prophylactic line, both good numbers for 
Easter business. 


THE 


No. 156-1—Patent Leather, Black Lizard MODERN 


Overlay, Spencer Last, Joan 

Pattern, 14/8 Wood Heel. ti 

In stock A, B, C, D. Price ro ace e 
$4.25. REG. 


Vv. S. “PAT. OFF. 
No, 156-3—Same in Spanish Brown Kid. 
In stock A, B, C, D. Price i a snoe 


$4.50. 


AULT-WILLIAMSON 
SHOE COMPANY 


TURN SHOE SPECIALISTS 
Manufacturers of Constant Comfort and the Modern Prophylactic Shoes 


AUBURN, ME. ; ST. LOUIS, MO. 
(Factory and In-Stock Dept.) (In-Stock Dept.) 
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Other Profit Ideas 


Sells Shoes to Brides 


ACKSONVILLE, FLA.— When 
Tom Beagle’s daughter got mar- 
ried a couple of years ago, the num- 
ber of pairs of shoes it took to outfit 
the bride set him to thinking. Another 
angle to this wedding was that as soon 
as the engagement was announced, the 
young lady, who was then Miss Beagle, 
was swamped with letters, personal, 
and telephone calls from jewelers, 
florists, engravers, modistes, insurance, 
real estate and furniture people. Every 
imaginable line of retail business was 
endeavoring to interest her. That is, 
almost every line, because no shoemen 
were in the lot. It was not that her 
father was shoe buyer for Cohen 
Bros.; it was just that shoemen had 
been overlooking a bet. 
Engaged girls in Jack- 
sonville now get a per- 
sonal telephone call from 
Cohen Bros.’ shoe de- 
partment. An appoint- 
ment is made, either at 
the store or at the home, 
for a conference as to 
how the shoe department 
can serve the bride, 
through helping her 
solve her footwear prob- 
lem. A girl would rather 
talk about her approach- 
ing wedding than any- 
thing else, with particu- 
lar emphasis on clothes. 
It is, therefore, a simple 
matter for one versed in 
knowing just what’ goes 
with what to make many 
practical suggestions that 


HARRY R. TERHUNE 
Field Editor 


will result in the sale of five or six 
pairs of shoes as well as two or three 
pairs of bridge or boudoir slippers. 
From the bride-to-be comes the in- 
formation as to who the bridesmaids 
are to be, and what they will wear. 
This tip is usually productive of the 
sale of several more pairs of shoes. 
Shoes for the bride are generally white, 
while those for her attendants are dyed, 
but they are all shoes to be bought. 
On the subject of selling more pairs 
to one customer, Mr. Beagle remarked 





Recently the Pollock Cinderella stores had a window trimming contest 
among themselves. It was won by J. E. Lewis of Greensboro, N. C. 
The above photo shows what a high standard was attained 
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how the regular trade is quite sus- 
ceptible in the springtime to at least 
two pairs of shoes at one sitting. With 
the right kind of introduction by the 
salesman, a pair of sports shoes will 
often make a third pair. It is easier, 
under the present conditions, to sell 
double-headers than ever before is the 
verdict. 

Salesmanship and the right kind of 
merchandise will break down the femi- 
nine habit of buying one pair of shoes 
today, another in a couple of weeks, 
and a third pair “later.” Unfortunate- 
ly, customers are not always loyal to 
one store; a pretty pattern may be seen 
elsewhere, hence the need of exerting 
all possible pressure at the time when 
the customer is in the store. This must 
be done, it was pointed out, with one 
end in view—that of 
service to that one par- 
ticular person. Unless a 
woman is sold something 
that she will appreciate, 
it is better not to have 
made the sale at all. 


* * * 


Hashes His 


Sizes 


RLANDO, FLA.— 

George S. Gold- 
smith sells women’s shoes 
at $10.50 and up in this 
city of 30,000, a small 
town high-grade store. 
As may be imagined, 
sizes play an important 
“part in his scheme of 
things. The best turn- 
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over comes from the extreme sizes, he 
informed me as we talked in Golden’s 
Bootery in Jacksonville. The Saturday 
previous six pairs of size 9 AAA and 
five pairs of 2% B had been sold. 

Goldsmith is a great believer in hash- 
ing his sizes. All the small shoes from 
4 AAA down are in one section, while 
all from 8% up are in another. Shoes 
are bought for these two sections, en- 
tirely separate from the rest of the 
stock. That means there will be styles 
in the small run that will not be found 
in the rest of the stock. To a lesser 
degree, that holds true in the larger 
size run. This works out very well. 
Salesmen never ask if there is anything 
else in 9 AAA’s, because they know 
that all the stock is right before them. 
They sell many more double-headers, 
too. 

All through this stock the sizes are 
run in together, in a measure. All high 
heels from $13.50 and up are together, 
then all high heels under $12.50 are 
bunched. Following these are the me- 
dium heels in the same price divisions. 
What Goldsmith believes is that the 
size is of more importance in selling 
than the style. It is possible to switch 
a style, but not a size. 

In answer to “What do you The 
do when a sticker comes in? 
A good fitter, in the current 
style trend, but for some rea- 
son it does not take.” This is 
a common problem in many 
small town stores. The remedy 
used here is to box and seal up 
these shoes, put them in the 
stock room for six weeks, then 
to treat them as a new ship- 
ment. The salesmen get tired 
of looking at them, is one rea- 
son advanced for the shoes not 
being shown. Better yet, if 
more than one store is under 
the same management, shoot the 
shoes to another store—they’ll 
sell then. 


* * * 


Gets Kiddies 


Interested 


ACKSONVILLE, FLA— 

Fastened to the picture rail 
of the Pied Piper shoe store 
are several wall shoe cabinets 
that the proprietor, J. H. Rentz, 
made himself. They are wall- 
board, tacked together and 
gaily painted: in blue, yellow 
and orange. 
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In a children’s shoe store, Rentz 
Says, it is not practical to have very 
much around that the youngsters can 
handle. For this reason he keeps his 
stock out back and boosts his cabinets 
out of their reach. These displays are 
eye-high for a grown-up, so they serve 
the intended purpose admirably. 

Parents are glad te take children to 
stores where children like to go, so the 
first thing is to get the youngsters in- 
terested. The next, this young mer- 
chant believes, is to keep the mothers 
interested, through selling proper mer- 
chandise and giving good fittings. 
Groups of children near schools can 
be reached by telling the Pied Piper 
story. Giving out circulars that tell 
of free souvenirs being given away at 
the store also helps. 

Birthday cards mailed to children are 
a fair means of maintaining attention. 
The telephone is also used in advising 
patrons of specials or to remind them 
that it is time to buy play or school 
shoes. One thing that makes selling 
children’s shoes hard is that there are 
so many individuals to please. A dozen 
people in a children’s shoe store may 
mean only four or five actual custom- 


photograph below illustrates how Pollock’s Cin- 
derella shop in Greensboro, N. C., uses the store en- 
trance for a shoe display 





ers. Parents are realizing the need of 
good fitting of children’s shoes. This 
has a decided tendency to simplify the 
shoe man’s selling troubles, as his judg- 
ment is being relied upon more and 
more, 

ess 


Bringing Customers In 


ACKSONVILLE, FLA.— When 
J George W. Nickerson told me this, 
he was buyer for Levy’s, but as this is 
being read he is holding down the shoe 
buyer’s job at Holmes, New Orleans. 

“Any legitimate thing that a buyer 
can do to get people in the store is 
good advertising if it will cause fa- 
vorable comment. The first of the 
year we had the usual slipper leftovers, 
with sizes and colors badly broken. 
Several cases of the right sizes and 
colors were bought to fill in. Adver- 
tising them as Bridge Slippers, and 
pricing them close not only cleaned out 
the lot, but brought several hundred 
customers into the shoe department. 

“For the past few seasons ‘Introduc- 
tory Sales’ have proved-to be a good 
business stimulant. The idea behind 
these sales is not a cut-price 
proposition, but an offering of 
the season’s best and newest 
merchandise at regular prices. 
Only one price group is fea- 
tured at 4 time. The highest 
priced shoes always lead off. 
These are followed by the $15 
and $10 patterns or what other 
price may seem logical. People 
look for these ‘sales.’ Through 
them two distinct seasons have 
been created, a sprifig and a 
fall, for the months of March 
and October have been found 
best suited for such purposes in 
Jacksonville.” 


* 


Athletics Sell Shoes 


ACKSONVILLE, FLA.— 

Lots of the high school 
boys and boys of the high 
school age are wearing Emer- 
son shoes in Jax. All the young 
fellows who are interested in 
sports know of the store, and 
as they are the ones who are 
wearing out or, rather, buying 
five or six pairs of shoes a year, 
they are receiving considerable 
attention from Manager W. J. 
Singleton. Football, basketball, 
baseball are sales vehicles. 


* 












re you rewarded by 


promises or by PromMoTIONS? 























O. E. Campbell, who won success by steady en- 
deavor, now finds his greatest happiness in breaking 
trail for men on the path that he has traveled. 


Get in touch with us now if you feel that 
you are tke kind of man we want. Ina few 
years, you may achieve your life’s am- 
bition. Write to J. C. Penney Company, 
Inc., Attention Mr. J. D. Keyes, Room 
1703-T, 330 West 34th Street, New 
York, N. Y.; or Attention Mr. E. M. De 
Moss, Room 1351-T, 400 S. 14th Street, 
St. Louis, Mo.; or Attention Mr. Wm. H. 
Dayton; Room 1323-T3, Russ Building, San 
Francisco, California; or Attention Mr. 
A. M. Walters, Room 1125-T3, Perrine 
Building, Oklahoma City, Oklahoma. 





the J. C. Penney Company. You will get a 
responsible job. And jobs grow in scope as 
you grow in value here. 


ik you are capable, you won’t get in a rut with 


Read how O. E. Campbell was promoted 
to success! 


“In the year 1921 I entered the employ of the J. C. 
Penney Company, coming directly from a retail shoe 
store. Just as quickly as my capabilities permitted, 
more responsibilities were given to me, and in the 
course of a very few years I was appointed tc the 
managership of a store. 

** After two years of successful operation in that store, 
I was rewarded by being appointed to a larger store, 
and as quickly as I have fitted myself for these bigger 
and better things, our Company has always fittingly 
rewarded me by promotions. I can honestly say that 
no opportunities can be greater than those offered to 
honest, conscientious and willing young men by the 
J. C. Penney Company.” 

O. E. Campbell is a successful man after only eight 
years with the J. C. Penney Company. He is trusted 
with responsibility. He shares in what his store earns. 
He has made good, yet he still can look forward to 
better things. 


This is not a ‘‘wildcat”’ proposition! 


If you seize here every opportunity to do hard daily 
work willingly, to learn the business and to carry high 
the banner of the J. C. Penney ideal, of which we are all so 
proud, you have made a safe investment for the future. 
It has paid O. E. Campbell in success. 

We require—of the men who apply for these posi- 
tions, education, familiarity with the dry goods, shoe or 
clothing business, and a clean record. Applicants must 
be between the ages of 21 and 35 years. If you can 
measure up, get in touch with us. You have a chance 
to duplicate O. E. Campbell’s success. 
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The J. C. Penney Company is opening new'stores all the time. 
Ambitious young men are being trained for managerships. 
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The TRAVELING 
SHOE SALESMAN 


Mt “ a 


46 HE dominant note in coloring 
for milady’s footwear for early 
spring seems to be beige clair,” 

declared Richard B. Kirby, who repre- 

sented Endicott-Johnson Corporation, 

Endicott, N. Y., St. Louis, Mo., at 

the style show of the Indiana Shoe 

Travelers, Hotel Claypool, Indianapolis, 

Feb. 17-19, “with both harmonizing 

and sharply contrasting trimmings. 

Mr. Kirby spoke at the noon luncheon 

Monday. 

“White slippers will also have their 
place in the sun, while sport oxfords 
are selling strong for gereral wear. 
Of course, patent leather pumps and 
straps in various designs are always 
fashionable. The men’s’ footwear 
shows a more colorful trend this sea- 
son. In addition to the always staple 
black, tan is showing a large increase 
in sales over previous seasons and 
sport oxfords with various combina- 
tions of contrasting trimmings will be 
worn extensively for street wear. 

“The National Shoe Travelers’ Asso- 
ciation is, as its name implies, a na- 
tional organization, of which the In- 
diana Shoe Travelers’ Association is a 
member. This Indiana association, un- 
der the forceful leadership of President 
Charles I. Slipher, has become one of 
the most successful state organizatiors 
in the National Association. Its pres- 
ent officers are: President, Charles I. 
Slipher; vice-president, Joseph War- 
render; secretary-treasurer, E. C. 
Smeltzer. The committee in charge of 
the Style Show, which has charge of 
featuring the display on the runway, 
consists of Frank Brown and Max Rose. 

“For the past seven years the advent 
of the opening of the spring shoe sea- 
son has been heralded by this Style 
Show under the auspices of the Indiana 
Shoe Travelers, the entire cost being 
borne by them, It is estimated that 
the present Stvle Show will entail a 
cost of some six thousand dollars. 
There will be one of the largest repre- 
sentations of shoe manufacturers, and 
it is expected that the retailers will 
attend in greater numbers than ever. 
Unquestionably the prosperity of the 
country depends in a substantial meas- 
ure upon the energetic and intelligent 
efforts of manufacturers, retailers and 
the commercial travelers to create 
business, thereby giving employment to 
our people who in turn will buy mer- 
chandise, ard, in this program, the shoe 
travelers pledge their best cooperation. 

“The manufacturers and wholesalers 
are demonstrating that they are facing 
the future with confidence. They have 
complete stocks of shoes on hand ready 
for immediate delivery. They are en- 
deavoring to make the public “shoe 
minded” through the various advertis- 
ing mediums—by bilboards, by radio, 
by cooperative advertising with the 
merchant and, above all, by extensive 
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Rochester Association 
Committees 


President A. I. J. McLeod, of 
the Rochester Association of 
Traveling Shoe Salesmen, has 
appointed his 1930 committees as 
follows: Executive, Gustave A. 
Schaub, Charles W. Anderson, 
Ben Stout, C. B. Rowley; Welfare, 
Harry A. Chase, C. B. Rowley; 
Ways and Means, Joseph L. 
Holmes, Raymond Stait, George 
Baker, Jr.; Auditing, Charles J. 
Vegiard, J. P. Beatty, A. Cleve- 
land Edson; Nominating, Charles 
W. Anderson, Joseph L. Holmes, 
Willard C. Goodger. 











advertising in the newspapers of the 
country and in our trade journals. 
And speaking of trade journals, I am 
very proud of our own BooT AND SHOE 
RECORDER. I think it should be read 
and studied by every one affiliated with 
the shoe industry. You will find it 
helpful in money making suggestions, 
while its articles on various phases of 
our industry and its editorial pages are 
splendid. 

“And certainly there are no better 
advertising mediums than the newspa- 
pers of our own Hoosier State. This is 
attested by the number of shoe retail- 
ers’ advertisements that appear in our 
newspapers. Here in Indianapolis even 
some of our suburban retailers are 
finding it profitable to advertise in our 
great metropolitan dailies. And in clos- 
ing let me say that we have all come 
to appreciate the fact that the retail 
merchant is one of our greatest public 
benefactors. His merchandising ideas 
and his able advertising are worth 
more to the public than silver or gold; 
because it is his efforts that creates 
employment, thereby creating wealth 
and making banks necessary.” 


F. (BILLY) GREEN is now 
* selling the line of the Sammol 
Shoe Company of Boston, Mass., manu- 
facturers of popular-priced women’s 
novelties. Mr. Green, who has been 
with the Marlboro Shoe Company of 
Marlboro, Mass., for the past four 
years, will call on the big buyers from 
Boston to San Francisco. 





MBs. ANN TELLING, of Chicago, 
died at her home, Lincoln Park, 
West, Feb. 3, aged eighty-four years. 
Mrs. Telling was the widow of the 
late John. Telling, one of the found- 
ders of the former Guthmann, Carpen- 
ter & Telling Co., long-time Chicago 
shoe wholesalers. John Telling, of The 
Holland Shoe Co., Holland, Mich., and 
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NEWS 
of the ROAD 


Irving J. Telling, of The Watertown 
Shoe Co., Watertown, Wis., were in 
Chicago on Thursday last in atten- 
dance at their mother’s funeral. Mrs. 
Telling is also survived by three daugh- 
ters. 


EN ROSENBERG, formerly with 

Shu-Stiles, Incorporated and Spe- 
cial Shoe Company, has become sales 
manager of the National Specialty Shoe 
Company, St. Louis. He reports a 
gratifying volume of business for the 
sprirg season. 








ss C. EARL, actively identified 
for many years with shoe selling in 
the Central West, died Feb. 3 at his 
home, 5302 University Avenue, Chicago. 
At the time of his death he was repre- 
senting J. J. Lattemann Shoe Mfg. Co. 
in the Middle West. Some thirty years 
ago he was interested in the Jones & 
Earl Shoe Co., making men’s shoes in 
Racine, Wis. He is survived by his 
widow, Edna, and a sister, Mrs. Flora 
M. Challis. 





MONG the traveling representatives 
calling on Atlanta shoe men dur- 
ing the past week have been Jim An- 
thony of the Baker Shoe Co., Webster, 
Mass.; Frank Sullivan of the E. P. 
Wright Co., Rockland, Mass.; L. Car- 
penter of the C. H. Alden Co., Adding- 
ton, Mass.; Mr. Gadders of the Great 
Northern Shoe Co., Manchester, N. H.; 
J. R. Witherspoon of the Abbott Shoe 
Co., Yarmouth, Me., and Bertram Greer 
of the Bona Allen Co., Buford, Ga., who 
is making a trip through Louisiana, 
Mississippi and Texas. 
FFILIATION with the Atlanta 
chapter of the Southeastern Shoe 
Retailers’ Association was voted by the 
Atlanta Shoe Salesmen’s Club at a 
meeting held this evening at the Tavern 
Tea Room. 

Nearly 50 shoe men, including mana- 
gers and salesmen, attended the meet- 
ing, which was the second of a series 
being held in preparation for the com- 
ing convention. Harold Steele, secretary 
of the Southeastern Shoe Retailers As- 
sociation, told of the progress being 
made with advertising for the official 
program. 

Frank Stevens, president of the As- 
sociation, told of the work being done 
on the actual program. While Mr. 
Bowie, president of the Atlanta Shoe 
Salesmen’s Club, conducted the meeting 
of the salesmen which resulted in the 
affiliation. 

Paul Barcroft of the Florsheim Shoe 
Shop, was named chairman of a com- 
mittee to provide entertainment for the 
next meeting, to be held on Feb. 22, and 
committees were announced for the 
coming convention. 












“At your service, Sir.. 
say the great Queen 























EADY again! This important fea- 
ture of Queen Quality service to 
merchants. Here are the facts. Buying 


has been tardy. You will need shoes — 





TUNIS on the dot. Queen Quality has them— 


Ivis last — Flexible sole—21 Louis heel— Atlanta 


25CBK — Creme Beige Kid inside quarterand e 
7 on ey ni not shoes hurriedly prepared to sell but 


side quarter and heel cover $4.65 
Queen Quality shoes all new, all this 
season’s ideas—carefully selected to an- 


ticipate demand — shoes outstanding in 











CHEROKEE 
Chik—Flexible sole — 21 Louis heel—Atlanta 
2510P—Patent . ° ° ° ° $4.50 
2510BCK—Beige Claire Kid. e 4.65 
2510BLK—Blue Kid ° ° ° 4.65 
OLIVE 
. Chevy last—Flexible sole—18 Louis 
heel—Boston 
CRESCENT 2595DK—Dull Kid ———* 
Java last— Flexible sole—15/8 Block heel 2595STK—Sun TanKid . ° . 4.25 
—Atlanta 
4635STK—Sun Tan Kid . e ° $4.25 
4635CF—Gun Metal Calf . . ‘ 3.85 
4635P—Patent . ° ° ° . 3.85 
4635DK—Dull Kid . " e ° 3.85 
{COLLETTE 
Toddle — Flexible sole—15 Block heel—Atlanta 
4745DK—Dul! Kid With Patent Trim $3.85 
474SCBK—Creme Beige Kid with Sun 
Tan Kid Trim ° ° 4.25 
ASTER 
Crescent last—Flexible sole—15/8 Block heel 
—Boston 
2691P—Patent . ° e . ° $3.85 
2691STK—Sun Tan Kid . ° . 4.25 
2691K—Kid ; ° é ° ° 3.85 
2691TTK—Trotteur Tan Kid . ° 4.25 
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Order at willl” 


Ouality stockrooms! 


fitting qualities and workmanship. The 
stock is complete. Illustrated here are 
only a few styles. There are many more 
shown in the big, new Buyer’s Guide 
just off the press. 

Reports from all over the country in- 
dicate a steady upturn in business. Every 
indication points to a big Pre-Easter sea- 


son. Be wise—be ready—and let us help. 


THOMAS G. PLANT 
CORPORATION 


In-stock Departments 
BOSTON ...... ATLANTA 





COURT 
Chevy—Flexible sole—18 Louis heel 
—Boston 
830P—Patent ° ° . ° $3.85 
830DK—Dull Kid ° ° ° 3.85 
830C—Black Crepe . ° . 3.85 
MARION 
Java last — Flexible sole 15—Block heel — Atlanta 
4001P—Patent . ° ° $3.85 
4001CBK —Creme Beige Kid ° ° 4.25 
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Arch Form 
HOLLYWOOD 
Canton last—Superflex Process 

18/8 Louis Heel — Boston 


2945DK—Dull Kid . » ° 86.00 
2945STK—Sun Tan Kid. . . 6.00 
2945P—Patent . . 6.00 


294SBG WS—Genuine Beige Water. 
enake Vamp, Creme 
Beige Kid Qtr. Flex- 
ible Sole . 6.00 





Chevy last — Flexible sole 
18 Louis hee! —Boston 


2515P—Patent ° ° ° ° $3.85 
2515STK—Sun Tan Kid. ° ° 4.25 
2515BLK—Blue Kid . ° ° ° 4.25 





Arch Form 
PANDORA 
Canton last—Littleway Process 

—18 Louis heel— Boston 


2337DK—Dull Kid. ° ° ° $5.15 
2337STK—Sun Tan Kid . ° . 5.15 








Arch Form 
DIANA 
Tiffany last—Littleway Process 
15 Block heel— Boston 
2901DK—Dull Kid. . . ‘ $5.15 
2901ABK —Almora Brn Kid ° . 5.15 









~ BUY as you SELL 


And Avoid Frozen Capital in End Sizes 

The Recorder Stock and Daily Sales Record Helps 
You Do Just That! 

Insures Accuracy of Buying Judgment 





Fetes Ne 
Ya 
3 








“We, E ren 
Fert § re | Black “If a $5 Gold Piece Falls Thru 
s op ves Hf Cloth a Crack in the Floor”—is the 
ti Vig Binder— title of our instruction brochure 
¥ a Ph { red imitation for keeping stock records:— 
(Oat: leather back * ; 
ie aos Se end eovawe, Supplied with each order for 
| — gold lettering the Stock Record System. 




















One hour a day keeps your records 
complete— 

Every sale and purchase recorded— 
Visible daily turnover and sales re- 
port—with monthly inventory of each 
stock number— 

Shoes on hand, on order, due, returns, 
transfers in or out from branch 
stores— 


FOR GROUP OWNED STORES 


—the Stock Record System used in 
conjunction with the MASTER 
STOCK SHEET and the central office 
CONTROL FORM, also a COMPARI- 
SON FORM for sales of total pairs 
by seasons and years, gives the mer- 
chant-owner complete stock control 
with style and sale trend. These 
three forms are illustrated and are 


supplied 
50 Sheets—$3.00 
10 Sheets—$1.00 


(minimum order) 
Each fits the STOCK RECORD loose 
leaf binder. 


Black Cloth Binder—11%2”" x 1334” 
—100 Daily Sales and Stock Sheets, 
1 Comparison Form, with 4 Inventory 
Pads (or 2 Inventory Pads, 100 
Sheets, and 2 Buying Order Pads, 50 
Sheets) and 1000 Carton tickets with 


clips:— $850 


West of Denver, $9.00 
Canada and Foreign, $9.50 


Above, not including 
CARTON TICKETS, $6.00 
West of Denver, $6.50 


(New Revised Fifth Edition) a arads and Foselan. 57-00 please 
De Luxe Flexible Binder with gold embossed name 
shield—illustrated above at top—supplied in place ii 
of Black Cloth Binder at $1.25 extra. 50e. per B 1.00 prietinns: -A for 1 


000. 
Clips =e when quantity ordered is 500 or more. 
ge prepaid—check with order, please. 


MERCHANTS SERVICE DEPARTMENT 


Boot and Shoe Recorder 
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To Study Retail Credit Trends 





Department of Commerce to Ask Cooperation of Retail Shoe 
Merchants in Twenty Cities 


WASHINGTON, D. C. (UTPS)—Retail 
shoe dealers in twenty-three of the 
country’s largest cities will be asked to 
cooperate with the Department of Com- 
merce in a semi-annual survey on retail 
sales and credit trends to be inaugu- 
rated on July 1, next. 

The cities named are Atlanta, Balti- 
more, Boston, Chicago, Cleveland, Dal- 
las, Denver, Detroit, Indianapolis, Kan- 
sas City, Los Angeles, Louisville, Min- 
neapolis, New Orleans, New York, 
Philadelphia, Portland, Ore., Pitts- 
burgh, Richmond, Va., St. Louis, San 
om Seattle and Washington, 


William L. Cooper, director of the 
Bureau of Foreign and Domestic Com- 
merce, under whose direction the na- 
tion-wide survey will be undertaken, is 
preparing questionnaires which will be 
ready soon for starting the preliminary 
work on the project. 

This questionnaire will relate to such 
subjects as the percentage of business 
done on a credit basis, the promptness 
with which accounts are paid, the value 
of each month’s sales, the extent of in- 
stallment sales, losses from bad debts, 
the losses caused by fraudulent buying 
and fraudulent checks and similar data, 
which credit men say are easily obtain- 
able and represent information which 
will be of very definite value to the 
business men who will cooperate in 
their collection. 

Losses caused by the acceptance of 
fraudulent checks and other associated 
methods of obtaining merchandise will 
be ascertained for the first time, in ad- 
dition to the usual figures on losses 
from bad debts. More detailed infor- 
mation regarding the problem of re- 
turned merchandise, the importance of 
which has been indicated in preliminary 
studies, will also be sought in the semi- 
annual surveys. 

According to Mr. Cooper, his decision 
to conduct the survey followed receipt 
of a petition from the National Retail 
Association, which pointed out to the 
bureau the importance of making avail- 
able this “extremely useful informa- 
tion” on a regular basis. The idea is 
the outgrowth of the results obtained 
by the National Retail Credit Survey, 
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recently completed by the Bureau of 
Foreign and Domestic Commerce. 

These results, now being prepared for 
publication, comprise a large fund of 
specific information on existing credit 
practices, according to the bureau. 
Analysis has been made of the net sales 
of some 20,000 business establishments 
with total sales in the neighborhood of 
five billion dollars. The kinds and ex- 
tent of retail credit, credit losses, use 
of credit bureaus, use of finance com- 
panies, extent of returned merchan- 
dise, extent of installment credit and 
collection percentages have been ascer- 
tained in the survey. 








Employment in Shoe 
Trade on Upward Trend 


Washington, D. C. (UTPS)— 
* Contrary to the general situation 
prevaling throughout the United 
States, employment in the boots 
and shoes industry showed a de- 
cided increase in January when 
compared with December, 1929, 
according to figures just released 
by the Department of Labor. 
The situation was reflected in the 
industry’s pay roll totals. 
According to the statistics 
gathered by the Department 
of Labor, if the monthly average 
for 1926 was indexed at 100, em- 
ployment in the boots and shoes 
industry in January this year 
was represented by 90.4, an in- 
crease from 88.3 in the month 
preceding, although the index fig- 
ure for January, 1929, is placed 
at 91.0. 
On the same basis it is shown 
that the pay roll totals of the in- 
dustry in January, 1930, were 


represented by 80.3, a jump from 
77.9 in December, 1929, but a de- 
crease from 86.9 
1929. 


in January, 

















Upward Swing in 
St. Louis Business; 
Snakeskins Strong 


St. Lours—Sunshine and blue skies 
throughout the South and Middle West 
during the past week contributed to a 
large extent to the upward swing in 
business in the wholesale district. Or- 
ders were being received in large vol- 
umes and a good many of the houses 
reported increases over the same days 
of 1929. Indications pointed to a siza- 
ble gain over the previous week. 

The credit situation was also re- 
ported as being easier, with orders for 
merchandise being passed in fair vol- 
ume. 

Style managers of the women’s divi- 
sion of the business report a heavy de- 
mand for snakeskin shoes. This vogue 
continues to score heavily, with an un- 
usual demand being felt throughout the 
South. Patent leather has become ac- 
tive and for the first time in some 
weeks received mention in the discus- 
sion of style trends. 

Beige clair and shoes in this color 
field are increasing in demand for 
Spring footwear. In those sections of 
the country where the weather has been 
warm and clear, a noticeable increase 
in the demand for this color was ob- 
served. It is believed when the season 
gets under way it will lead the entire 
gamut of styleful footwear. Already 
in the South it is reported as assuming 
leadership in the style field. Moire 
satin increases its popularity from day 
to day and this fabric is reported by 
some of the stylists as showing im- 
proved activity. 


Detroit Considered for 1931 


Convention 


DETROIT, MicH. — President A. H. 
Geuting of the National Shoe Retailers 
Association, with Jesse Adler of New 
York; C. E. Williams of St. Louis; 
Otto Hassell of Chicago; Harry C. Mc- 
Laughlin of Cincinnati, members of the 
committee considering the 1931 conven- 
tion city, were scheduled to meet at 
Hotel Statler, Detroit, on Feb. 27. 
Manager James H. Stone was also ex- 
pected and it was believed that the 
selection of a convention city would be 
made at this meeting. 
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IRONAD BOX TOES 


Trade-Mark 


Product of Adams Mfg. Co.—Est. 1829 


Used exclusively in 


High Grade Turned Shoes 


Manufactured by 


DODGE BROS., INC. 
Newburyport, Mass. 





A smart, perfect fitting 
pump from Dodge Bros.’ factory 


DAVIS BOX TOE CO., “srooxtyn's.¥" 








IRONAD BOX TOE AGENCIES 














CANADA NEW ENGLAND ST. LOUIS CHICAGO CINCINNATI 
McDowell & Lincoln Martineau & Burke Steis & DeMunsch Co., Howard Irwin Aughinbaugh & Wortman 
362 Notre Dame St., W. 44-46 Lincoln St. 2620 Cherokee St. - 208 No. Wells St. 1111 Sycamore St. 
Montreal Boston St. Louis Chicago Cincinnati 
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WNoq»w Z Price Tickets 
SUNB E AM Hand Lettered Prices 








Figures of dancers: 
bright red and 
black, price in 
dark blue on buff 


color cover stock: 
24 doz..... $4.00 


12 doz..... 2.25 
6 doz..... 1.25 


MAIZE SHOE co. 
Ll MWS 


IN STOCK 
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Brighten up your 
Infants’ Section — 
and Increase Sales 
and Profits — with 
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2% 10; Net 30 Days missions promptly paid. 
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MAIZE SHOE CO., Rochester, N. Y. 
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° ic Check with order, 
| Many Smart Z please 
A Styles in iS 
° Stitchsteps Other styles of price 
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° moothsteps wane 
° No. 474 — Stitchetep; Always Ready i eamples on re- 
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Merchandising Stressed at Columbus 


Retail Clinic Conducted by Frank Stockdale at Convention of 
Ohio Valley Association—Stone Opposes Hide Tariff 


CoLuMBuUs, OHIO — With a fair at- 
tendance and with more than ordinary 
interest shown in the program, the an- 
nual convention of the Ohio Valley Re- 
tail Shoe Dealers’ Association opened 
at the Deshler-Wallick Hotel, Feb. 24. 
Highlights of the convention were the 
greetings from the National Shoe Re- 
tailers Association given by James H. 
Stone, manager of the association and 
the merchandising clinic conducted by 
Frank Stockdale, head of the store man- 
agement division of the association. 

Another feature was the address by 
George V. Sheridan, executive director 
of the Ohio Council of Retail Mer- 
chants, with which the association is 
affiliated. Mr. Sheridan spoke of the 
changing conditions in retail circles and 
traced the various scares which the re- 
tail trade has suffered during the past 
30 years. He said that the first scare 
was in the department store movement 
which started about 30 years ago and 
which has proved to be a menace to re- 
tailers. Next was the mail order houses, 
which development was also weathered 
by independent dealers and that was 
followed by the house-to-house canvass- 
ing movement, which also died out. 

The latest menace, so-called, Mr. 
Sheridan said, is the chain store. This, 
he believes, has reached its peak and 
is declining, especially in certain lines 
of retailing. He believes that there 
are opportunities at present for the 
independent dealers who follow modern 
merchandising methods, who associate 
themselves with State and local mer- 
chants associations and who are on 
their toes working for the success of 
their business. 

Mr. Sheridan urged all retailers to 
join up with their local associations 
and to aid in the upbuilding of their 
communities and in the extension of 
their trade areas. 

In his opening address President Earl 
T. Smart spoke of the past year’s ac- 
tivities of the association and the 
change in the policies of the association 
relative to the salesmen. In former 
years salesmen had been charged ex- 
hibition fees for displaying their mer- 
chandise, whereas this year there is no 
such display fee and there were up- 
ward of seventy-five displays in place 
when the convention opened. President 
Smart also said that there was only one 
remedy for the present evils in the re- 
tail trade and that was hard and con- 
scientious work, which was bound to 
bring results. 

Manager “Jim” Stone made a plea 
for all retailers to get behind the op- 
position to a tariff on hides and leathers 
as well as shoes, proposed in an amend- 
ment pending in the Senate. He de- 
scribed in detail the effect of the pro- 
posed tariff and said that the retailer 
would have to bear the burden of the 
tax and should be the proper represen- 
tatives of the public in the campaign to 
oppose the measure. 

Mr. Stone also spoke of the work 
being done by the National Association 
in its educational campaign to show re- 
tailers the proper and successful mer- 
chandising methods. The size chart 
was commended to them for their use. 
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Ohio Valley Officers 
Elected 


Columbus, Ohio.—At the final 
session of the Ohio Valley con- 


vention these officers were 
elected: 
H. T. Siegenthaler, Mansfield, 
president. 


Cleve C. Hall, 
first vice-president. 

Allen Thirkield, Franklin, sec- 
ond vice-president. 

Joe M. Ryan, Columbus, third 
vice-president. 

L. M. Wright, Springfield, sec- 
retary-treasurer. 

C. E. Dittmer, the executive 
secretary, will continue in that 
position. 

Directors named were George 
Bunn, Salem; F. W. Abbott, 
Newark; L. A. Miller, Dayton; 
Austin Hermann, Chillicothe; 
John Lee, Charleston, W. Va.; 
Earl T. Smart, Marion, and Earl 
Strong, Toledo. 

Holdover directors who com- 
plete the board include H. E. 
May, Wheeling, W. Va.; J. J. 
Wise, Akron; Paul Crawford, 
Lima; E. C. Orr, Cincinnati; 
E. L. Helfrich, Ashland, Ky.; 
W. B. Sweet, Warren; A. J. Woll, 
Cincinnati, and W. M. Ayers, 
Huntington, W. Va. 


Youngstown, 














Frank Stockdale declared that the 
competitors of the shoe retailers are not 
the chain stores or the mail order 
houses or the house-to-house canvassers 
but rather the independent merchants 
who do not know their costs and thus 
do not maintain proper margins. He 
said that customers have turned 
shoppers, which fact is the principal 
reason for the rapid and radical 
changes in retail merchandising meth- 
ods which are necessary for a retailer 
to successfully cope with the present 
situation. Customers are shoppers be- 
cause it is a buyers market and with 
overproduction continuing the customer 
will continue to be “King.” As a result 
an entirely new viewpoint is needed and 
first of all it is necessary for a retailer 
to secure exact information as to his 
store and its various lines before he 
could do anything to remedy the bad 
situation. One of the first things that 
is necessary is to overcome habit. 

The speaker said that the country 
went through an emotional “jag” for a 
number of years prior to November, 
last year, when the stock market crash 
developed. That emotional “jag” built 
up chain stores which developed rap- 
idly without regard to _ substantial 
foundations and when the bubble burst 
the weakness of the foundations of 
some of the chain organizations became 
apparent. 

Mr. Stockdale declared that retailers 
will not take advice and will not listen 
to advice as to the need of changing 
[TURN TO PAGE 84, PLEASE] 
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REG. U.S. PAT. OFF. 





different sizes 
of Sport or Camp 
Boots in stock today 








CAMEL 

LOG- 

CABIN 

COFFEE 4 FIVE 

BLACK STYLES 

ELK 

14 inch 8 inch 

$5.70 $4.60 

Leather Gristle 
Sole 


Style 317 


Suitable for Members of the Girl Scouts 
and Camp Fire Girls Organizations 
Genuine Goodyear Welt 


WONDERFUL FITTERS— 
FLEXIBLE OAK SOLES— 
STEEL ARCH 


Sizes Carried in Stock, 5-8 AA, 5-8 A, 4-8 
B, 2%2-8 C and D—All Styles 


Terms—5% 10 days—net 30. 
West of the Rocky and East of the Alleg- 
heny Mountains, 5% 20 days—net 40. 


Write for Catalog 
5 STYLES IN STOCK 


"THE JUVENILE , SHOE CORPORATION 


AMERICA 


Missouri 


Aurora 
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Are YOU Interested in $$SSSSSSSSSSSSSESSSSSSSSSSF? 


ELAMWAY 
CEMENTED 


will put MORE $$$$$ in Your Cash Register—and Bring More Repeat Mothers Into Your Store. 


“Elamway” 





7029—Beautiful lite smoked 
elk; vamp cut-out; unlined. 
Elamway. 


ELAM 
(Gme() 





8012—Patent ; champagne top; 
Elamway. 


SHOES 


for Crowing Little Feet 


CEMENTED SOLES: Within a 
year we’ve made almost a mil- 
lion pairs, and not a pair has 
been returned on account of 
ANY sole trouble. 


SATISFIED CUSTOMERS are 
the biggest asset of any store. 
“Elamway” Shoes will build a 
bigger and more profitable busi- 
ness—with Highly Satisfied Cus- 
tomers. 


“ELAMWAY” SHOES are lasted 
with the Meco Lasting Machine 
which, with Cement in Place of 
Tacks, Staples, Thread, Nails or 
Wax, makes the SOLES PER- 
FECTLY SMOOTH AND FLEX- 
IBLE INSIDE. 


TRY THEM! 


Order of Your Wholesaler, or 
WRITE DIRECT if he is out of 
stock. We'll tell you WHERE 
you can sample them—or place 
a trial order. 


“Elamway” 





7058—Patent; vamp cut-outs; 
Elamway. 


Give( 


Trade Mark 





8005—Patent; Beaver Kid 
Top; Elamway. 





You know; lum 
thread under th 
linings. 





The Discarded Way 





y soles with tacks or You should know; 
e soles, and wrinkled attached; light an 


linings. 


The Accepted Way 





smooth soles firml 
d flexible; smeco 








F..S. Elam Shoe Co., Inc. Makers 


Rochegfer, N. Y. 
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Winners in Anti-Cinderella Contest 
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Sell this 
Construction 


and you’ll sell more shoes 


Copyrighted 





The Longitudinal Arch 

(A) A thick insole with wedged heel 
seat supporting the oscalsis bone and 
center gravity of the body weight. 


(B) <A _ special, wide, strong, guar- 
anteed Arch Support shank, wedge shape 
at heel, supports the inner and outer 
Longitudinal Arch. 


During the convention of The Northwestern Shoe Retailers Re- 
gional Association, held at Hotel Nicollet, Minneapolis, many trib- 
utes were paid the “Travelers” for their splendid cooperation toward 
making the trade gathering a success. Frank Bailey as president of 
the “Northwestern” travelers association; Ross Bates as the orator 
and wit in his role of banquet toastmaster, and dozens more did their 
“bit” willingly and effectively. There was a lot of fun on the first 
evening of the get-together when the customary Anti-Cinderela Con- 
test was staged. Among the retailers, George Pierce captured the prize 
for the daintiest he-trilby, while Frank Whitman, of the “Home Trade,” 
supplied the most generous “understanding.” The winning travelers 
were M. W. Smith, with the smallest sized “dogs,” while A. L. Alex- 
ander, who sells “Ideals,” in Minnesota and Dakota, defeated all comers 
in the extra length and breadth of his pedal extremities. 

Reading from left to right, the above photograph shows: A. L. Alex- 

ander, M. W. Smith, George Pierce and Frank Whitman 






Patents 
Applied 
For 














Announce Plans of Beacon 
Falls Rubber Co. 


C. E. Little, president of the Beacon 
Falls Rubber Shoe Co., announced on 
Feb. 19 that the manufacturing activi- 
ties of the company will be moved to 
Naugatuck during the current year. 

Arrangements have been made for 
manufacturing space in the plant of the 
Goodyear’s Metallic Rubber Shoe Com- 
pany at Naugatuck. As the new loca- 
tion is only three miles from the pres- 
ent factory, the majority of the pres- 
ent employees will be retained. 

Mr. Little explained that the move 
is to be made in order to provide the 
Beacon Falls company with better fa- 
cilities. The buildings now occupied 
date back to 1853. The Naugatuck lo- 





cation affords all modern facilities. 
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Rubber Counters 


BEVERLY, Mass.—Fred W. Stuart, of 
F. W. Stuart & Co., last manufac- 
turers, has succeeded in building coun- 
ters of rubber and incorporating them 
into shoes, and some of the shoes, which 
have been worn in an experimental way 
for week after week, are still in good 
condition in so far as the shape and 
cling of the counters is concerned. 

Just imagine slipping a shoe on to 
a foot without the aid of a shoe horn. 
The counter “gives” enough for that, 
and then it snaps back into shape again 
and hugs to the heel like a glove. Feet 
have been shoved into one pair of ox- 
fords for hundreds of times and the 
counters haven’t broken down yet. 

Some merchants, as well as manu- 
facturers, have these new counters un- 
der test. It remains to be seen what 
will be done with them. 


79 








The Metatarsal Arch 
(C) Musebeck WEAR-STRAIGHT in- 
sole, shared to give perfect foot balance. 
Result: Outsoles wear straight across the 
bottom instead of wearing thin to wedged 
shape at outside ball. 
(D) ‘Thick, mellow insole, shaped to 


Metatarsal Arch. A permanent solid 
leather arch that fits the normal foot and 
does not collapse. 

(E) Imported hair felt, chemically 
treated. An insulation against dampness, 
cold or heat. 





WRITE FOR CATALOG 
MUSEBECK 


DANVILLE, ILLINOIS 
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For White Kid Shoes 
Nothing Equals 


= dere 
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Kid White 


It has 
won its leadership through 
outstanding merit. - - - 








1. Will not rub off. 


2. Will not turn the leather 
yellow. 


3. Gives a beautiful snow- 
white gloss. 


Millions of bottles have been 
sold to millions of satisfied cus- 
tomers. 


Everett & Barron Co. 
Providence, R. I., U. S. A. 
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Hotel Claridge 


BROADWAY AT 44th STREET 
NEW YORK CITY 


Catering to the 


SHOE and LEATHER 
INDUSTRY 








Largest and Most Comfortable Sample Rooms 
in New York 


Moderate Rates. «Under New Management 


Wire Reservations at Our Expense 














Re C. ) d and the Outstandi: S; of the City 


The Belvedere Hotel 


48th Street, West of Broadway, New York City 
TIMES SQUARE’S FINEST HOTEL 
Large single rooms 11.6x20 with bath .$4.00 per day 
For two.85.00...twin beds.$6.00 
Large double room, twin beds, bath. .8$6.00 per day 
Special weekly rates 
Within cenvenient walking dist te important busi centers 
and theatres. Ideal transit facilities. 450 rooms, 450 baths 
e .. Every room an outside room—with twe large windows 
» «+ Furnished or unfurnished suites with serving pantries. 
: @05 ad $150 per month . . . Moderately priced restaurant 
featuring a peerless cuisine. 
Iltustrated booklet free on request’ CURTIS A. HALE, Mgr. Dir. 





























Dependable Quality 


You can always depend on 
the quality of Greeley Bou- 
doirs. They are everyday 
slippers for household wear 
and have leather or rubber 
heels as you prefer. In 









IN 
black or colored kid. If 
STOCK your jobber cannot sup- 
36 Pair Cases ply you—write us. 


A. W. GREELEY 

















12 Duncan St 3 - - Haverhill, Mass. ge 
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New Edition Soon 
Shoe and Leather Lexicon 


We are ready to take orders for April Ist de- 
livery of the new and revised Shoe and Leather 


Lexicon. This handy book of the trade is in its 
sixth edition, over 100,000 copies now in use. 
Price 50 cents. 


Boot and Shoe Recorder 
239 West 39th St. “New York, N. Y. 
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Keep in step 
with Miss (and Mrs.) 1930! 


She ‘goes places, and wears things’-—preferably the newest. 


The “WEEK END” set will enable you to help make her travelling 
pleasant—and comfortable. This very newest travel set becomes a 
‘home set’ as soon as she opens her bag. 


Made of figured crepe, in the new streamline model, it is in harmony 
with this year’s mode of printed fabrics. The soft, padded kid sole 
and heel assure wear, as well as comfort. There’s a ‘zip’ to the 
“Talon” fastened bag that wins instant favor. 


It is priced for profit and volume. For the set—slippers and bag— 
the price is $2.25. 


In three popular colors—Copen Blue, Fawn, and Nile Green. 


You can start with as little as one pair of a size in each color—and 
keep your sizes up-to-the-minute by the use of our In-Stock Depart- 
ment. 





BEST-EVER SLIPPER CO., 00 “77777777777 "" 7" senennnnenenssesenes-o pm 


INCORPORATED Best-Ever Slipper Co., Inc., 75 Front St., B’klyn, N. Y. 


Send me a demonstration “Week End” Set with swatches 
Main Factory and General Offices: so I may send in order. 


75 Front St., Brooklyn, N. Y. 


DN dustuiasendbucentnesswercéswtdsusendeessuveceke 
Chicago Sales Office........... 207 So. State St. SEEDS LE 
Seattle Sales Office........... 318 Denney Bldg 
Export Dept. .........+. 100 Geld Se., New York («6§«§ scecccccccccccccccccccccccc cress cceeecessebseeeeseescs 
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WHERE TO BUY 
Men’s Shoes 








Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 


Brockton, Mass. 















“HIGHEST GRADE ONL 
| EAST WEYMOUTH. MASS. U.S.A. 
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@7 STYLES IN STOCK 


EMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 


WRITE TODAY FOR CATALOGUE 
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().. A. PACKARD CRARDCO., Makers 











NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
H. W. COOK, President 
Syracuse, N. Y., U. S. A. 

MEN’S FINE SHOES EXCLUSIVELY 
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Shoes—Infinitely 


MAN uses one suit of clothes 
while he’s wearing out three 
pairs of shoes. In the same 
length of time a woman wears out 
half a dozen, and the way the 
kids go through the toes is finan- 
cially terrifying. Shoes are 
knitted for new-born infants be- 
fore they arrive, and shoes accom- 
pany the dead to their graves. 
Bed slippers, Pullman shoes, hos- 
pital shoes, mules, spats, fancy 
boots, pumps—the variety is in- 
finite. 

The only place we don’t wear 
shoes is in bed, and under certain 
circumstances that is done, to- 
gether with overcoat and hat. We 
are in them all the time. Some- 
times we even want to be in 
somebody else’s—especially after 
a stock exchange panic; and 
there’s many a young man who 
has got long, white whiskers wait- 
ing for the shoes of a dead man 
who started in life barefooted. 

Look at a woman’s shoes at 
eight in the evening and you can 
tell where she’s going. Look at a 
man’s at two in the morning and 
you can tell where he’s been. To 
go without a necktie shows a want 
of culture. B.V.D.’s are a matter 
of taste, and no up and coming 
college boy wears a hat. But a 
lack of shoes indicates poverty or 
ignorance, or both. When we say 
of a nation that it is barefooted 
we have placed upon it a brand of 
shame. This not because shoes 
are a proof of refinement, but be- 
cause they are necessary to the 
work of the world. 

The progress of man may be 
traced by a study of his footwear. 
The story of shoes is the story of 
civilization. We progressed from 
bare feet to brocaded satin slip- 
pers, and the weaver of grass san- 
dals has been displaced by the 
manufacturer of millions of 
leather shoes that go to the most 
hidden corners of the globe. We 
judge a man’s standing today by 
the quality of his footwear and 
pw care with which it is kept in 
order. 











Old Colony Club Meets 


BrRocKTON, Mass.— “Movie Night” 
was observed by the Old Colony Ad- 
vertising Club, Feb. 19, at the Walk- 
Over Club, the main feature being a 
comedy reel educational “film” clever- 
ly presented in the form of a “talkie” 
by President John J. Feeley, George 
W. R. Hill, Deane E. Alexander, W. L. 
Longden and Arthur D. Knight. 

The speakers of the evening were 
Bunny Bryan, Publix Theatres pub- 
licity man; Arthur Holman, of the 
Brockton Players; Ralph W. Fish, 
physical director at the Y. M. C. A., 
who gave a talk on how to keep fit, 
and Joseph F. Reilly, executive secre- 
tary of the local Chamber of Com- 
merce, who asked cooperation in boom- 
ing the Chamber’s work, and Mayor 
Bent. There was also a musical pro- 
gram. 
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I. Miller to Open New Shoe 
Salon in Richmond 


Bs om orn. Va.—Richmond’s grow- 
importance as a buying community 
inf receive added impetus when the 
newest I. Miller & Sons shoe salon 
opens in the new ——¢ <r e Arcade 
Building on Monday, Feb. 24. 

The I. Miller Salon will be opened 
with members of the local Junior 
League as hostesses, not only for the 
two-day opening but for a period of 
two weeks from the date of the open- 
ing of the salon. This is the first time 
in its history that the Junior League 
of Richmond has associated itself with 
the formal opening of a specialty shop, 
and its results are confidently expected 
to prove far-reaching. 

The firm of I. Miller & Sons selected 
Richmond as the site for one of its 
representative shops only after thor- 
ough and exhaustive research work 
had revealed it as a community whose 
importance as a buying center could 
not be overlooked. 

The new I. Miller shoe salon is ex- 
pected to be the last word in modern 
retail merchandising establishments. 
Built at considerable cost from a set 
of architect’s blue prints, a crew of 
carpenters and electricians have been 
continuously at work on its construc- 
tion for more than five weeks. 

The spacious interior of the salon 
has been treated along simplified mod- 
ernistic lines with French inlaid wal- 
nut dominating throughout in the pan- 
eling and fixtures. Slasher niches lo- 
cated in the four corners are of varie- 
oe woods laid in simple modernistic 
esign which are lighted through con- 
cealed reflectors. The columns in the 
salon are treated in panels of appro- 
priate design with mirrors and com- 
fortable seating arrangements of splen- 
didly designed furniture harmonizing 
with the general scheme. 

The hosiery and bag departments 
with display cases and display shelves 
are likewise made of French inlaid 
walnut. In that section designed to 
care for the stock, mirrors have been 
interestingly set in the niches, the mir- 
rors being treated in the modernistic 
manner with “V” cut paneling. 

The general lighting of the store is 
so arranged that reflected lights from 
covers located just above the wood pan- 
eling shed unobtrusive rays evenly. 
The plastered ceiling is of modernistic 
treatment, curving down on the four 
sides to a point back of the reflected 
coves. 

W. B. Placio, formerly manager of 
the I. Miller shoe salon in Atlantic 
City, is the manager in charge of the 
Richmond shop. Miss Caroline Sycle 
of Richmond will work under Mr. Pla- 
cio as manager of the-hosiery and bag 
departments. 


Damaged by Fire 


STAMFORD, CONN. (U TPS)—The 
Beck-Hazard shoe store at 221 Atlantic 
Street was damaged to the extent of 
$20,000 in a fire which swept the block 
in which it is located, Feb. 14. The 
store’s stock was wiped out. The fire 
started in the furnace room of the store 
and rapidly spread through stock and 
shoe boxes near th® furnace. Whether 
it resulted from sparks or overheating 





could not be determined. 
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Bright Colors Seen 
In New Spring Shoes 


CINCINNATI, OHIO—A leading retail 
shoe merchant, in summing up the style 
and color situation for spring, recenwuy 
made the following commegt: “Ihe 
average merchant spent the first month 
of the year trying to figure out what 
to buy and what the average woman 
would want. The manufacturer was 
on the job as usual and solved the prob- 
lem for us. 

“The delicate shades of last year’s 
colors are in for a big play. Light 
purple has come to the front for dress 
or semi-dress wear. So have green and 
lavender and baby blue. Black holds 
its usual place of prominence in the 
spring line-up, and brown and tan are 
sure to be popular colors. 

“Spectator sports will be at their best 
this year and they may be had in a 
variety of colors and combinations that 
will please every feminine taste. Blue, 
green and red sport oxfords for cos- 
tume wear were being commented on 
favorably early in the season. High- 
cut pumps and low-cut straps are just 
the patterns to go with the long skirts. 
The narrow strap usually rides high 
and is fastened with a very small pat- 
ented buckle.” 

Merchants expect patent to be back 
strong in another thirty days, and if 
soft felt hats are as popular this spring 
as milliners predict, there is sure to be 
a good demand for footwear of suéde 
and other soft materials. A great many 
fabrics have been sold for Southern 
wear, and apparently merchants expect 
them to be good throughout the spring, 
as they are planning to show quite a 
few fabric models at spring openings. 





F. E. Adams Shoe Co. 
Bought by H. E. Adams 


NEWBURYPORT, Mass.— Harry E. 
Adams, formerly of the W. & V. O. 
Kimball Shoe Co. and the Harry E. 
Adams Shoe Co., Haverhill, has pur- 
chased the business of the F. E. Adams 
Shoe Co,, this city. The business is 
to be immediately incorporated under 
the laws of the State under the name 
of the F. E. Adams Shoe Co. Frank E. 
Adams will be associated with the new 
owner being in charge of sales. 

The new owner has announced that 
the business will be conducted as for- 
merly from the same location and with 
the same executive personnel. There 
has been no interruption in operations. 





Haverhill Shoe Plants 
On Fuller Schedules 


HAVERHILL, Mass.—The presence of 
Southern and Middle-Western chain 
store buyers in the market the past 
week was responsible for added busi- 
ness to the local industry. Improve- 
ment continues as the season advances. 
The mail-order plants, however, do not 
show the expected activity. 

Production and employment figures 
have risen gradually since the opening 
of the month, and during the past few 
days took a decidedly upward trend. 
Overtime privileges have been granted 





a few plants. 
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Manufacturers to Be 
Invited, Not Urged, 


to N. Y. Convention 


RocHEstTerR, N. Y.—Chairman John 
Slater was unable to attend Wednesday 
night’s special session of the directors 
of the New York State Shoe Retailers’ 
Association at Hotel Seneca. In his 
absence, President Ernest N. Park of 
Syracuse presided. Other directors 
present were Treasurer Jesse L. Pat- 
ton, of Schenectady; Ray N. Ferguson, 
of Oswego; Mott B. Hughey, of Wat- 
kins Glen; H. Merton Smith, of Penn 
Yan; William F. Toher, of Oneida, and 
William Pidgeon, Harry H. Phelan, 
John H. Schmanke, Ernest R. Park and 
Recording Secretary Harry A. Chase, 
of Rochester. Wallace B. South, secre- 
tary-manager, of Syracuse, and Fred L. 
Myers, secretary of the Rochester as- 
sociation, were present by invitation. 

It was announced that Mr. Southard 
will be removed shortly to New York, 
but that with the assistance of his suc- 
cessor in Syracuse, Ralph Platt, he will 
be able to do much of the preparatory 
work in connection with the next state 
convention to be held here Sept. 8 and 
9 


Director Pidgeon led a strong oppo- 
sition to the plan in force for three 
years of holding a show of shoe ex- 
hibits with a charge of $25 to each 
manufacturer for the privilege of ex- 
hibiting. 

After discussing the plan of charging 
the manufacturers in order to finance 
the association, it was decided to in- 
vite the manufacturers regardless of 
whether they care to pay $25 for the 
privilege. It will be optional with them 
whether. .or not they pay the fee. This 
fact will be broadcast to salesmen and 
manufacturers who have attended past 
conventions. 

The directors decided a movement 
should be started to increase the sale 
of tan shoes and after a long discussion 
the secretary was instructed to send 
out a bulletin naming April 28 to May 
3 as Tan Shoe Week. 

The directors directed that wires be 
sent to the United States Senators and 
Congressmen from New York protest- 
ing strongly against the proposition to 
put a tariff on hides and leather. The 
directors and members will be asked to 
do this individually also. 

Manager Southard was instructed to 
go ahead with convention arrange- 
ments, in collaboration with the Roches- 
ter association. Special pains will be 
taken to prepare a program that will 
contain many ideas for retailers to 
make better profits, safer purchases and 
a greater turnover. It is believed that 
the attendance will be unusually large. 





Samuel Klein Moves to Long 
Branch 


New YorkK—Samuel Klein, who op- 
erated a wholesale shoe business at 
109-13 West Broadway, and who was 
reported in the “Business Changes” de- 
partment of the issue of Feb. 22 to 
have sold or closed out his business, 
states that he has not discontinued busi- 
ness but has moved to 115 North Fifth 
Avenue, Long Branch, N. J. 
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WHERE TO BUY 
Men’s Shoes 








“A MAN’S DECISION” WEL> 
‘a ei 
OV 66" 
Men's 
Fime 
Khoee 
SHOE Ole 
Colony 
Boston—183 Essex Street Shoe Ce, 
Brockton, 
N. Y.—915-917 Marbridge Bldg. Mass. 














WHERE TO BUY 


Sport Footwear 


€@THCO 


GOLF SHOES 
No. C340—All sizes in stock 
for immediate delivery. 
Write today for complete 
catalog of ATHCO Ath- 
, letic Shoes. 
Athletic Shoe Co. 
914N. MarshfieldAve. 
Chicago, tll. 


BASS MOCCASINS 


* FOR MEN AND WOMEN 















Fashion endorses 


“Witsoe G.H.Bass & Co. wicrox.ne. 


WHERE TO BUY 


Shoe Forms 
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TRANSPARENT OR WHITE FAIRY 
SHOE FORMS 














WHERE TO BUY 


Dancing Sandals 











DANCING SANDALS 
(ALSO USED IN GYM 


Neo. 188.—Made in pearl. tan 
or black suede. Also made 
in black kid. Only pearl car- 
ried in stock. Price, 70c. 

, Blue, Green and 
Purple, 65e. 














BROOKS SHOE MFG. OO. 
Ritner and Swanson Sts.. Philadelphia, Ps 











WHERE TO BUY 
Men’s & Women’s 


Slippers 
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The Daytime Slipper 


First quality upper stosk, 
turn 


Sachs & Vigorith, Inc. 
Makers of Hand Turned Footwear 
1401 Central Parkway 
Cincinnati, Ohio 

















The Last 
Word in’ “ y 
Quality 
Slippers "ima 
TUPPER SLIPPER CORP. 
200 Tillary St. Brooklyn; N. Y. 
MEN’S FINE 
HAND TURNED 
SLIPPERS 
Manufactured 
by 





Prices from 


$2.15 to $8.50 W. S. CHASE & SONS 


Haverhill, Mass. 
Boston Office: Room 501, Statler Bldg. 














PARISTYLE FOOTWEAR MFG. CO., INC. 


Factory and Salesroom 
40-46 West 25th St., New York City 


Tra = of 


High Grade Turn Mules and D’Orsays 

















Starts His 51st Year as Head 
of G. P. Crafts Co. 


MANCHESTER, N. H.—In issuing 
their “Golden Anniversary” catalog of 
Spring Stock Styles, G. P. Crafts Co. 
of Manchester, N. H., pay deserved 
tribute to the founder of the business 
—who, with it, has just started the 
fifty-first year as its executive head. 





George P. Crafts 


The business record of George P. 
Crafts is distinctly notable in the an- 
nals of the shoe industry. He laid the 
foundation of his business at Haver- 
hill, Mass., in May, 1880, whence, fol- 
lowing the conflagration of 1882, it 
was transferred to Northwood, N. H., 
until permanent headquarters were es- 
tablished in 1891. 

From an initial capital of $2,000 and 
a floor space of only fifty feet square, 
the business has steadily progressed to 
its present capitalization of $650,000 
and 75,000 square feet of modern fac- 
tory—manufacturing men’s and boys’ 
shoes. 


Boston Club Re-elects A. H. 
Vogel President 


Boston—The Boston Boot and Shoe 
Club elected the following officers at its 
meeting at Hotel Statler Feb. 10: 

President, Augustus H. Vogel, Jr., 
Pfister & Vogel Leather Co., Boston; 
first vice-president, M. P. Gaddis, The 
International Shoe Co., Boston; second 
vice-president, Everett T. Packard, 
Avon Sole Co., Avon, Mass.; secretary, 
Thomas F. Anderson, Boston; treas- 
urer, Frederic M. Haynes, Milton, 
Mass.; associate secretary — Major 
Charles T. Cahill, United Shoe Machin- 
ery Corporation, Boston. 

Mr. Vogel was reelected president of 
the club, having held the office during 
the past year. 

The Executive Committee is composed 
of the following: Marcus Beebe, Lucius 
Beebe Sons, Inc., Boston; Carl 
Danners, American Hide and Leather 
Co., Boston; Horace R. Drinkwater, 
Edwin Clapp & Son, Inc., East Wey- 
mouth, Mass; William F. Hickey, John 
R. Evans Co., Boston; John T. Hollis, 
Cashman-Hollis Co., Boston; Paul O. 
MacBride, Milford Shoe Co., Milford, 
Mass.; Bion F. Reynolds, B. F. . 
nolds Co., Brockton, Mass.; William B. 
Rice, W. B. Rice & Co., South Brain- 
tree, Mass.; E. B. Southworth, George 
E. Belcher Co., Stoughton, Mass.; 
Daniel Tyler, Linscott, Tyler, Wilson 





Co., Boston. 
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Merchandising Stressed 
at Columbus 


(CONTINUED FROM PAGE 77) 


methods until the facts are properly 
presented to them. This he did by the 
analysis of a number of retail shoe 
stores through figures of inventories at 
the beginning and end of the year, sales 
during the year and purchases during 
the year. With those four figures, fur- 
nished in confidence by a goodly number 
of retailers Mr. Stockdale analysed the 
business, determining the profit or loss 
within one per cent and offered sug- 
gestions for remedying their troubles. 

One store showed sales of $78,000; 
margins of $21,800: cost of sales of 
$56,366 and average inventory of $20,- 
000. This store showed an average 
margin of 27.89 per cent, which is 
rather low, but despite that fact the 
proprietor was able to show a profit of 
4 per cent on sales. This store, he said, 
made a fine record. Another store 
showed a profit of 2 per cent, with sales 
of $58,000 and margin of $17,600. An- 
other store showed a loss of 4 per cent 
due largely to slow turnover, excessive 
stock and defective merchandising 
methods. 

Mr. Stockdale declared “There is only 
one common denominator in business 
and that is profit and loss. It is not 
volume that counts and very often in- 
crease in volume is secured at toa great 
a cost to maintain profits.” 

He said that the retailers to succeed 
must get their business on the basis of 
earnings rather than on volume. He 
declared that every independent store 
demanded individual treatment. 

In a further analysis of a shoe store, 
figures on which was furnished by the 
owner a short time prior to the session, 
Mr. Stockdale showed that in men’s 
shoes alone, which were divided into 12 
lines that many lost money, Line No. 1, 
made a gain of 1.6 per cent; line No. 
2 a loss of 4.9 per cent; line No. 3 a 
profit of 1.8 per cent; line No. 4 a loss 
of 0.3 per cent; line No. 5 a loss of 
14.2 per cent; line No. 6, a profit of 
10.7 per cent; line No. la profit of 
13.6 per cent; line No. 8 a loss of 1.8 
per cent; line No. 9 a loss of 23.7 per 
cent and so on. 

President Smart named W. B. Sweet, 
Warren; Cleve C. Hall, Youngstown 
and Austin Hermann, Chillicothe on the 
auditing committee. Al  Thirkield, 
Franklin; Herman T. Seigenthaler, 
Mansfield and Paul Crawford, Lima, 
were named on the nominating commit- 
tee and C. E. Dittmer, executive sec- 
retary of the association was named on 
the resolutions committee. 

At the closing session resolutions 
were adopted in support of President 
Hoover’s policy of stabilizing business 
and reducing unemployment, and to ap- 
prove the policy of the National Shoe 
Retailers Association in opposing the 
proposed tariff on hides, skins, leather 
and shoes. 

Frank Stockdale, head of the store 
management division of the association, 
in the closing session continued the 
store management clinic by discussing 
plans for 1930 the questions of how 
expenses can be cut. Their effect on 
sales and profit, how can inventories 
be controlled and Hhéw more merchan- 
dise can be sold without too much 
increase in expenses were discussed. 
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Increased Production 
Is Noted in Lynn 


New Buying Movement Expected 
in March 


LYNN, Mass.—A fair summary of 
the way things are going in Lynn is 
had in the statement ot one leading 
firm which said this week: 

“We are making more shoes in Feb- 
ruary than in January. But demand is 
not as strong as a year ago this time. 
Pumps lead by far. Blacks are in larg- 
er demand than we expected, especially 
black mat kid. We are making more 
patent leather pumps than last month. 
Most of our black shoes are for imme- 
diate delivery. We presume that our 
merchants are filling in stocks for 
March sales. Most of our goods go to 
the big cities of the North. We are 
making sun tans and beiges, and like 
light shades, also greens and blues and 
a few other colors, mostly for future 
delivery. Our production of reptile 
leathers is good, with a strong demand 
showing up for boas, pythons and like 
large grains.” 

It is a common opinion of manufac- 
turers that there will be a new buy- 
ing’ movement this month, as retail 
merchants stock up for Easter sales 
and spring openings. Shoes can be 
made up fast with present equipment 
and methods. Novelties are now made 
in a week or ten days from the cutting 
room to the packing room, for a regular 
schedule of production, and faster than 
that for rush work. It used to take 
two or three weeks to make staples. 
There are several reasons for this 
quicker production and they may be 
summed up briefly in the words “im- 
proved production methods.” Shoes 
will be made faster this year for East- 
er and all other seasons. 





Lawrence Offices Moved 


PEABODY, Mass.—The A. C. Lawrence 
Leather Co. has moved its executive 
offices from Boston to “Building Q,” the 
administration building of its big plant 
at Peabody. Sales offices will be main- 
tained at 210 South Street, Boston, as 
usual. Willis F. Fisher, president of 
the company and general manager, has 
established his headquarters in the new 
offices. He is assisted by A. F. Hunt, 
vice-president of the company, and 
R. L. Winans. Among the other offi- 
cials who now have headquarters at the 
Peabody factory are A. N. Bennett, 
manager of the calfskin department, 
and F. E. Jarbeau, manager of sales 
of calf leather; H. N. Goodspeed, man- 
ager of the sheep leather department, 
and R. N. Cummings, manager of sales 
of sheep leather; N. V. Linkins. man- 
ager of the side upper leather depart- 
ment, and E. H. Pierce, manager of the 
sales of upper leather. 





Roger Selby Is Father 


PoRTSMOUTH, OH1I0—Roger A. Selby, 
president of The Selby Shoe Co., Ports- 
mouth, Ohio, is the proud father of a 
boy. The baby is the first to gladden 
the Selby home and with its mother is 
reported to be getting along nicely. 
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‘Stone Stores to 
Capitalize Traffic 
Through Windows 


CLEVELAND—The three stores of the 
Stone Shoe Company chain at Cleve- 
land are being remodeled to include 
greater window display space with 
many new features of attraction. Al- 
ready the main store at 312 Euclid Ave- 
nue has been completed with a “Fifth 
Avenue” style front, while work is go- 
ing forward on the other two stores at 
1264 Euclid Avenue and 10508 Euclid 
Avenue. The latter two will be finished 
in modernistic style in harmony with 
their theatrical district surroundings. 
Plans call for a greatly increased ex- 
hibit space in each. 

The Stone Shoe Company intends to 
capitalize on the great throngs of pe- 
destrian traffic which surge past their 
busy Euclid Avenue locations. While 
Stone “ads” in the daily newspapers 
are read by thousands of Clevelanders, 
a check of passersby indicates that this 
number surpasses the readers of their 
advertisements at least two to one. 
Thus the importance of the front win- 
dows is more highly stressed than ever 
before, according to the manager, E. A. 
Clark. 

Mr. Clark says their aim will be to 
draw a much larger percentage of the 
crowds into the store, and displays are 
being strengthened accordingly. He 
further adds that the windows will be 
redecorated with a complete change of 
background at least once a year, if not 
twice. New color effects and new style 
surroundings are expected to keep the 
stores in the eyes of the public con- 
stantly, with practical results in the 
sale of shoes. Merchandise exhibits 
may be greatly increased without a 
crowded appearance. New models and 
seasonal creations will therefore have 
a more dominant place. 

The increase in display window space 
is being accomplished through extension 
back into the stores. Each of these re- 
tail marts already has a broad front on 
the Avenue and the depth is being 
doubled. A uniform background of rich 
English walnut is included in the re- 
modeling scheme, while wrought iron 
fixtures are being installed throughout. 
New curtain valances of modernistic 
type furnish an attractive setting. The 
caliber of shoe exhibits will conform to 
the beautiful background with constant- 
ly varied and changing display units. 
With three stores located in Cleve- 
land’s busiest business districts, the 
Stone Shoe Company is preparing to 
capitalize on the passing throngs. 





New Men’s Slipper 
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The Best Ever Slipper Co. of Brooklyn 
has designed this new “Club” slipper 
for men, which is made from a water- 
proof fabric and recommended espe- 
cially to protect the foot from the 
widely prevalent infection known as 
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“athlete’s foot” 


85 








WHERE TO BUY 


Men’s & Women’s 
Slippers 











Turns only— Vane 
po IN STOCK 
No. 263— 
Wos. Red 
Kid Opera 
$3.25 
No. 141—Wos. 
Black Kid 
D’ Orsay — Full 
Leather Lined 
$2.65 
L. B. EVANS’ SON CO., Wakefield, Mass. 
©oeececeeeeeeeseeeeeeeeeO 
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Quel madher 


Merchandise CoP 
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SLIPPERS OF MERIT 


leathers 
Sotins 


at Popular: * Woolskins 

Ices * ee Suedes 
SEND FOR LATEST CATALOG NOW a 

KOZY KOMFORT SHOE MFG. CO 170! Richards St Milw Wis 














WHERE TO BUY 


Women’s Novelties 











BIARRITZ 
33 W. 27th ST., 


SANDALS 
NEW YORK 








ALL LEATHER IMPORTED OZECH@ SANDALS 
72 PAIR TO A CASE 


Gample Cases of Berta, 
now for your inspection 





Sonia and Rigs can be shipped 
from New York. 


irwie W. David, General Manager 


THE R. STERN CO., 


808 Fourth Ave., New York 















WHERE TO BUY 


Women’s Shoes 




















WHERE TO BUY 
Ballet Slippers 








Soft Toe 





Black Kid 
Expertly Designed Misses & 
Women’s Children’s 


in No. 100—Regular ...... 1.50 $1.40 
Steck Ne. 500—Buck Sole..... S00 1.90 


H. F. MALOTT SHOE CO., Manufacturers 
1915 Girard St., Chicago 








In Stock Black Ballet 
Slippers 
Ladies’ $1.25 pair 
Misses’ $1.20 pair 
Child’s $1.15 pair 
BLOG SHOE CoO., INC. 
147 Duane Street, 
New York City 











BALLET SLIPPERS—IN STOCK 


of the unusual kind 
Bi02 Bik. Kid Hand Tera 
Seft Tee 


Child’s 4 to th—0- os 
Misses 40 
Women's 2 + iis 

Also Hard Toes 
os py ~ & BERSOR, a. 


sCHW. 
Specialists in Ballet Comfort 
241 No. 11th St., Philadelphia’ Pr, Pa. 


Zam. 


Rights and Lefts 
Two Grades 



















Wom. Miss. Chi. 
$1.50 $1.45 $1.40, 
1.35 2.36 1.35 
In Stock 
825 West Monree 


wm. 
SUMNER 
SMITH 
Chicago, Ill. 
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% KENDALL SHOE COMPANY + 
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Adventures in Merchandising 
(CONTINUED FROM PAGE 41) 


has made an over capacity that’s gnaw- 
ing at their vitals. It didn’t solve their 
problems, simply made new ones. 

“After all, the successful factories 
are doing just the same as the success- 
ful retailers. They are putting out an 
attractive product, and are asking and 
getting a good stiff price for it.” 

“I must be getting old,” said Jim 
Bowman, “for I can’t get out of my 
head this principle that all shoe men 
followed thirty years ago: Lower prices 
build volume; volume makes profits.” 

To which Charley observed: “Striv- 
ing for profits through profitless vol- 
ume is what broke most of the old 
timers, too. Yet nowadays everybody 
knows that if a store increases its 
volume on the same expense its profits 
jump tremendously.” 

Elmer Young nodded his head vigor- 
ously at this. “Charley,” he said, 
“there never was a truer word spoken. 
That theory would be the salvation of 
the retail shoe business except for one 
fact, the fact that it doesn’t work— 
except in a small way. 

“Now boys, don’t get excited! Don’t 
mob me! I freely admit that selling 
a larger amount to each customer or 
making an extra sale every day in- 
creases the day’s profits quite markedly. 

“But in the long run greater volume 
breeds more expense in spite of any 
thing you can do. The little store has 
the small expense percentage, and the 
larger the volume the greater the per- 
centage of expense, as every research 
into the shoe business has shown. At 
the same time these big stores with 
their immense expenses make a great 
deal more profit than the little stores. 
Jim, they do it just because they get 
more money for their shoes. 

“Nickel pinching may be all right 
for groceries where the customer can 
compare prices accurately, but not for 
women’s shoes. In fact, no other com- 
modity offers such a good opportunity 
to ask what you please. Nobody, in- 
cluding you, me and the customer, can 
put an authentic value on any shoe. 

“But men’s and children’s shoes, ah, 
they’re different. People buy them with 
intrinsic value uppermost in mind. 
Wear counts more, style less. There- 
fore they must be priced more nearly 
on the intrinsic value basis, which, as 
I explained before, is the factory cost.” 

“But coming | back to this shoe,” 
Charley said, “nine dollars js more 
than lots of ‘people will pay.” 

“Yes, every price you can name is 
just a little higher than many can 
pay. Is that any reason you should 
keep your nose on the 2 per cent- 
grindstone all your life? And don’t 
forget that once a shoe is priced, the 
only direction you can change that price 
is down, not up. The public will tell 
you, by saying no, if you have over- 
estimated the style value. Then it’s 
time to lower the price ’till they say 
yes. 

“Gentlemen, our duty to ourselves, 
to our competitors and to our industry 
is to make a good profit with conditions 
as they exist, not to price our shoes 
on the vague hope that volume will be 
greater, expenses will be fewer or 
markdowns smaller.” 
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Rochester’s Record Attendance 


RocHEsTER, N. Y.—The largest at- 
tended meeting of the Rochester Retail 
Shoe Dealers’ Association in its twenty 
years’ history was held Feb. 12 at Ho- 
tel Seneca. All branches of the retail 
distributing industry were represented 
in good numbers. Included were indi- 
vidually owned retail shoe stores, chain 
store managers, department and cloth- 
ing store buyers and others. Manager 
Porter and William Swift of the U. S. 
Rubber Co. and other invited guests 
were asked to speak. 

The special committee headed by Guy 
L. Bogard, of McCurdy’s, recommended 
that a regular meeting be held the 
third Tuesday of each month at 6.30 
p.m., with dinner and a business and 
educational session to follow. The as- 
sociation endorsed the committee’s rec- 
ommendation and the next meeting 
therefore will be held March 18, at a 
hotel later to be announced. George 
Trentman, of Eastwood’s, invited his 
fellow members to visit their new 
store on East Avenue on or after the 
opening on March 3. 

By resolution, Secretary Fred L. 
Myers sent telegrams to New York 
State Senators Wagner and Copeland 
and Congressmen Whitley and Sanders 
protesting, in the name of the associa- 
tion, the amendments of Senator Moody 
to the tariff bill providing a duty of 
four cents a pound on green hides and 
eight cents a pound on dry hides, and 
placing a duty on shoes. 





Using Fashion Facts to Earn 
More Profits 


(CONTINUED FROM PAGE 50) 


will begin to fall off in sales, but your 
presentation must be your own en- 
tirely. 

Each one of you knows your own 
trade best. There is no doubt that as 
transportation improves and civiliza- 
tion advances fashions tend to become 
world-wide. However, people of mod- 
erate means who are not capable of 
indulging in every fancy, consequently 
follow at a slower pace. 

Before style can be expressed (and 
style is merely the modus operandi of 
fashion) there must be thought, and 
man expresses his taste or thought in 
spite of himself. 

This individuality is apparent in in- 
stances where a buyer enters a de- 
partment that hasn’t been going well, 
and inculcates that indefinable some- 
thing that enables his department to 
show increased activity. 

What can it be? He receives the 
same information, many times retains 
the same lines of merchandise and has 
the same clerks. What is that some- 
thing? Nothing more than in express- 
ing his individuality he expresses 
taste appealing to his community. 
In most cases, it even doesn’t mean 
that he is any smarter than the re- 
tiring buyer, because the former buyer 
usually finds a place where he is suc- 
cessful. 

In conclusion may I urge that you 
accept all fashion information, adhere 
to it only as it affects your own prob- 
lem, and in doing so you will assist 
in making this union of “art and prac- 
ticability” a ha and lasting one. 
The result can only be one of fewer 





mark-downs and larger profits. 
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Billy Rogers—Shoe Merchant 


(CONTINUED FROM PAGE 49) 


Jack was about to say something 
when Billy went on: “Of course, this 
is something for Mr. Brinstead to de- 
cide. But it happens that we have an 
appointment just now that will take 
an hour. If you like to come back 
then Mr. Brinstead will be able to tell 
you how he feels about it.” 

While the salesman disliked leaving, 
there was nothing else to do, so he 
left after promising to be back right 
after lunch. 


és HAT’S the idea, Billy? We have 

no appointment,” Jack asked as 
soon as the door closed on the depart- 
ing salesman. 

“Didn’t want to throw you down be- 
fore the man, Jack. But I think the 
idea’s a dud. Anyhow, we ought to 
think it over first.” 

“Sure, that’s right,’ agreed Jack, 
somewhat bewildered, “but it sure 
would make the kids pester their 
mothers till they get a bear.’ 

“I’m not so sure, Jack, but let’s sup- 
pose it worked that way. We would 
then be selling shoes on the strength 
of the gift and not on the quality and 
correct fitting of the shoes. That 
strikes me as bad business, for as soon 
as we quit giving the Teddy bears the 
reason for buying shoes would cease 
so far as the children were concerned.” 

“Of course, there’s something in 
that,” conceded Jack, “ but after all, 
if the shoes give good wear won’t the 
parents come back anyhow?” 

“Possibly, but we can only guess at 
that. You see, Jack, we are shoe 
merchants, and I believe it would be 
a big mistake to get tied up with giv- 
ing toys away. If we can’t sell shoes 
on their own merit there’s something 
wrong with us. But there are two 
other reasons I see against it. The 
first is that we have to spend—let’s 
see—” Billy figured on the back of an 
envelope. “Yes, we have to spend a 
hundred and twenty-nine dollars and 
sixty cents.” 


ACK checked the amount for him- 

self and then said: “That’s so, but 
wouldn’t that be charged to advertis- 
ing?” 

“Sure, but it’s extra advertising. 
Unless you suggest we stop some news- 
paper space for a time.” 

“Oh no, we couldn’t do that,” Jack 
said quickly. 

“TI agree with you, Jack. But don’t 
you see that we have to lose nine cents 
of our net profit on every pair of chil- 
dren’s shoes we sell. Our margin of 
profit isn’t so hot anyhow.” 

“What’s the average price of chil- 
dren’s shoes?” 

“If we omit the babies’ stuff it would 
be—I don’t know for sure—not more 
than six dollars. Wait a minute.” 
Billy did some more figuring on the 
envelope. “Listen to this. Our net 
profit is about three per cent. That 
means that we make, net, on each pair 
of children’s shoes, eighteen cents. If 
we give the Tedd bears away we cut 
or Te profit right in two; I mean in 

a 


“Gosh, that’s so,” Jack agreed 
thoughtfully. “Say, Billy, you’ve doped 
it out better than I. Guess the stunt 
is nothing to write home to Aunt Clara 
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about. I’ll tell that bird nothing doing 
when he comes back.” 

When the salesman returned Jack 
told him of. their decision. The man 
pleaded, argued, coaxed and finally 
threatened to give the idea to his com- 
petitor Morland. At that Billy had to 
laugh, and the interview was abruptly 
closed by Jack telling the salesman to 
go to the devil. 

“Well, I gave you the chance,” the 
salesman grumbled as he went toward 
the door. “Now I’ll go and let Mor- 
land in on it.” 

Both the young men grinned at this 
threat, and the matter was quickly for- 
gotten in the rush of the day’s work. 
But Jack kept thinking over the ques- 
tion of net profit. He felt that there 
was something wrong about it, but de- 
cided to say nothing until he could look 
up some of his old college data on the 
subject of mark-up. 

The following Friday morning 
brought up a matter that perplexed 
Billy. As soon as he got to the store 
he asked “Lilacs” if he had the new 
circular of Morland’s which Acks al- 
ways got. To his surprise Acks said: 

“That’s a funny thing, Mr. Rogers, 
but I didn’t get one. I don’t think 
Morland can have put one out. I 
stopped at two places I know of, to get 
one, but neither of my friends had 
got one. Perhaps he missed this week, 
or it may be out later.” 


BELLY did not give the incident 
much thought until later in the 
morning. He went to the bank to make 
a deposit and while doing so, was sur- 
prised to see Morland come out of 
Jethro Blunt’s office. He walked with 
agitated steps to the door and went out. 
In his hurry he forgot to pick up his 
overcoat. A minute later he was back 
for it, and then Billy noticed the pale 
drawn face of his bitter competitor. 

As Morland glanced at Billy, the 
young man nodded cheerfully and said, 
“Howdy, Mr. Morland.” 

Morland lookel up blankly and mum- 
bled, “Eh? Oh yes. It’s a nice day.” 
Then he left the bank. 

“I wonder what’s the matter with 
Morland,” Billy thought as he com- 
pleted making out his deposit slip. 
While making the deposit his brow was 
wrinkled with thought. He put to- 
gether the fact that Morland had not 
issued his usual weekly circular and 
the worried look on his competitor’s 
face as he left Blunt’s office. Then he 
recalled a comment of Parker’s to the 
effect that “one cannot go contrary to 
the laws of economics.” 

“Gosh,” Bolly muttered half aloud, 
“T wonder if Morland is up against it?” 
The more he thought of it the more 
curious he became. Finally he decided 
to drop into Parker’s and ask his old 
boss if he knew anything of Morland’s 
condition. 

Parker could tell him nothing definite 
although he said that he had heard 
some vague rumors about Morland’s 
financial position. With that Billy 
had to be content. 

However in a few days the incident 
passed from his mind as other matters 
claimed his attention. For one thing 
his mother gave him a surprise when 
she announced that she was going to 
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WHERE TO BUY 
Spats 
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DUNHILL SPATS 
TOPS THEM ALL 
IN STOCK NOW 


All Selling Colors 
tio.s0 to $36.00 per - 





Samples on Reques 
STAR vooTyens MFG. 
Howard and Nerris Sts. 

Philadelphia 

















Te insure tmme- 
diate delivery—we 
maintain & com- 
plete stock of fine 
spats te retail from 
$1.50 to $5.00. 


Send 4 price 
S. Rauh & Co. 


650 Sixth Ave. 
New York City 










SPARTON 


This new 
idea in spats 
this fall will 
make you 

profits. BEFORE AFTER 


Rub the spot or stain with a damp cloth 
and presto!—a fresh spat. 


Twice as easy to sell as ordinary spats. 


CHAS. F. CLARK, Inc. 
1403-1409 W. Congress St., CHICAGO 











Church’s 
Imported Cloth Spats 


Also white linen spats for formal 
and theatrical affairs. 

LYONS & COMPANY 
123 Deane Street New York, N. ¥. 














WHERE TO BUY 


Store Fixtures 
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BRANNOCK DEVICE 


Free Trial—Write Today 


321 8. Salina Street SYRACUSE, N. Y. 
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WHERE TO BUY 
Dancing Taps 
















Supreme Taps in 
three sizes to fit all 
shoes. Speciallow 
price. Also danc- 
ing footwear a-d 
accessories. Ar 
once delivery. 
Send for catalog. 





Coast Representative: 
MR. A. F. WINSLOW 

5205 El Rio Avenue, Eagle Rock 
Los Angeles, California 











WHERE TO BUY 
Children’s Shoes 








Approved by Medical Men 











IDEAL BABY SHOE CO. 


MRS. A. L. DAY 
887 Fourth Avenue 
New York 
823 W. Jackson Blvd. 
Chicago 


1807 Washington Ave. 
St. Louis 
49 Fourth 8t. 
San Francisco, Cal. 
Factory, Danvers, Mass. 
Send for Catalog 























WHERE TO BUY 


Store Fixtures 





NEW GOODWIN CATALOG 
SHOE STORE FINTURES 


ind STORE INSTALLATIONS 
OODWIN & CO, 1 








visit her sister in Philadelphia. Billy 
remembered his Aunt Agatha as a tall 
angular woman who had never mar- 
ried and who had a very low opinion 
of men. Yet on the few. occasions on 
which he had visited her he had got 
to like her, and in her queer way she 
told him that it was a disappointment 
to her that he had not been born a 
girl, still, considering he was a male 
he was not altogether unsatisfactory. 


‘THE last thing his mother said as she 

boarded the train was: “William, 
I shall be away for two weeks. I do 
hope my boy will not become lonely. 
Why not ask Mrs. Solent and June to 
visit you some evening. Show them 
the house, but be sure that Elizabeth 
has tidied first. (Elizabeth was the 
little girl who came in each morning 
te “do” for Mrs. Rogers.) Most 
women love to look over homes so they 
will probably like to do it. You can 
tell them I suggested it.” She kissed 
Billy and he hopped off the train just 
as it began to move. 

Billy hurried back to the store, think- 
ing of his mother’s words. He finally 
shrugged his shoulders as he gave up 
wondering what she really meant; he 
decided that women were queer things 
anyhow and no man could fathom their 
reasoning. 

When he gave June his mother’s 
message that evening he was surprised 
to see June flush slightly. That’s 
sweet of your mother, honey. I’ll ask 
mother if—that is—when would be a 
good time for us?” : 

“Fine, gorgeous, but why the funny 
look about it?” 

“You wouldn’t understand, honey, so 
don’t try. Now let me get at these 
books.” 

Billy was then certain that all women 
were funny. 

A few days later Jack was ready to 
talk about gross profit with Billy. He 
had looked into the question of mark- 
up after Billy had told him that the 
gross profit was about thirty-four per 
cent, while the net was only three per 


cent. 

“Billy,” he began, “When you started 
here, what price range did you go for?” 

“Why? What do you mean?” 

“Here’s the dope. Most trade divides 
itself into three classes. The exclusive 
trade, the middle class trade, and the 
popular price trade. Which did you 
aim for?” 

“Oh, I’ve been all through that, 
Jack.” Billy smiled as he spoke. “I 
went for the middle class, with a down- 
ward tendency. I figured that Mor- 
land had about the class of trade that 
offered the biggest opportunity. There 
was no one else doing just his trade, 
while there was plenty of good compe- 
tition above and below, if you follow 
me. 

“Sure I do. But listen, Billy, I’ve 
got more than a hunch that things 
have changed in spite of your inten- 
tions.” 


BHLY looked up with a frown as he 
pulled his left ear. “Just what are 
you getting at, old sport?” 

“Let me go back to my college days 
for a few minutes. I don’t pretend to 
dope stuff out practically like you do, 
Billy, but I can give you something 
you can make use of perhaps. Here’s 
a merchandise rule we were’ taught. 
The margin of profit increases as the 
class of trade gets better. That is be- 
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cause the better the trade the more 
service you have to give and that costs 
more money. That clear?” 

“Sure. But what’s it lead to?” 

“This. While you started out to 
get the lower middle class trade, you 
have gradually traded up until today 
you are in the middle with better class 
tendencies. That means that you have 
got more away from Morland’s trade 
to that of the Sanborn Department 
Store, which sells from seven to ten 
dollars. You are even hitting a bit 
higher than the Fretton Department 
store, which sells up to eight-fifty but 
averages about seven. Your average 
is seven-fifty. As a matter of fact you 
are not far off getting into Brady’s 
class; he sells a nine to twelve dollar 
range with the average about ten. You 
gave me the figures just before I came 
here and I have checked them up also 
for myself.” 

“Gosh, Jack, I never thought of it, 
but now you mention it I think you are 
right. I certainly never planned it. 
It just happened. I remember trying 
a better number one time and it sold, 
so I repeated and added another better 
one. You see, I had my training with 
Parker and he trained me to sell the 
better shoes because they gave more 
lasting satisfaction. I always took 
pride in putting over a sale on the 
basis of quality as against price.” 

“I know that, Billy. I get a real 
kick in seeing the way you put it over. 
You’re the cats all right when it comes 
to selling. But here’s what I’m getting 
at. While you have gradually got into 
a better class of trade you have not 
increased your mark-up. You give 
more time to fitting right than most 
other stores in town, but you don’t 
make ’em pay for it. I think you 
ought to start putting on a bigger 
mark-up to justify the extra service 
you give. As it is, the margin is so 
narrow that you’ve no room to turn 
around, if you follow me.” 


Buty tugged at his left ear while 
Jack was talking. With a frown he 
replied. “I got the idea all right, Jack. 
But I don’t think I can agree with it. 
You see, Jack, as I figure it, we are 
giving better value than anyone else 
jn town, and that’s why we are getting 
the business; especially since Morland 
quit circularizing. Now, if I increase 
the mark-up, I lose some of the ad- 
vantage I now have. It seems to me 
that the cheaper I can sell, the more 
trade I can reach.” 

The discussion continued throughout 
the day, in between selling. Acks 
looked on bewildered, his simple wind 
was incapable of following the econom- 
ics of retailing. That evening the mat- 
ter was put up to June. She rattled her 
pencil between her teeth while the 
story was told. Then she said with 
the air of a judge: 

“The matter is easy, gentlemen, if I 
may call you such.” She gave a little 
giggle and continued. “The only way 
to tell who—or is it whom?— is right, 
is to try it. Why not take the next 
new number you buy and give it a 
healthier mark-up?” Turning to Jack 
she asked, “Tell us, what did your 
teachers say about mark-up?” 

“Tt varies, but for such a store as 
Billy has, that is, a good middle class 
store, it would beefrom, say twenty- 
seven per cent to forty-five per cent, 

[CONTINUED ON PAGE 89] 
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C. Sautter, Dean of Utica 
Merchants, Dies 


Utica, N. Y.—Christian Sautter, 
former shoe merchant and founder of 
C. Sautter’s Sons, who died here re- 
cently, was within four months of be- 
ing 100 years old. He had been a resi- 
dent of Utica since 1853, and went into 
business just before the Civil War be- 
gan and continued in it until about fif- 
teen years ago, when he retired to his 
home in Scott Street, and since then 
the business has been conducted by C. 
Sautter’s Sons, Inc. 

Mr. Sautter was born in Balingen, 
Wiirttemberg, Germany, May 20, 1830. 
He learned the trade of shoemaker and 
in 1848 came to Utica. He worked at 
his trade here and then went to Water- 
ville, where he worked five years. In 
1853 he returned to this city and has 
lived here since. He worked at his 
trade first for Theodore W. Bolles and 
later for J. H. Bronk, who had a store 
where the Utica Trust & Deposit Com- 

any now is. Prior to the Civil War, 


p 
‘ he established himself in the shoe busi- 


ness on the south side of Bleecker 
Street, between Charlotte and Burnet. 
Seven years later he bought out Mr. 
Porter, who had a shoe store in the old 
Franklin House. There he remained 
until the building was torn down to 
make room for the present Arcade. 
Then he removed to 112 Genesee Street, 
and continued there until the business 
spread to the stores 114-118. Fifteen 
years ago he retired on account of ad- 
vanced age. 

September 11, 1856, Mr. Sautter mar- 
ried Miss Beatte Kommer, who died 
twelve years ago. He is survived by 
seven children: Christian, Jr., Samuel, 
of Utica; Mary, wife of George R. 
Blythe, Ottawa, Ont.; Edward, of 
Lyons, Wayne County; Frank, Miss 
Emelie and Arthur H., all of Utica. 





Harry Rose Selling Stocks 
and Bonds 


Genial Harry Rose, for forty-two 
years continuously active with Selz, 
Schwab & Co., Chicago, is now associ- 
ated with the Insull interests in Chi- 
cago marketing the various holdings of 
the Utility Securities Co. 

As manager of the foreign depart- 
ment of Selz, Schwab & Co., Mr. Rose 
traveled extensively in the Orient as 
well as in Europe and Africa, and his 
grasp of international merchandising 
gained for him as fine a respect in busi- 
ness channels as his splendid character 
developed unlimited regard of all who 
contacted this fine nature. 





N. Earle Jacobs Attends 
Convention 


Houston, Tex.—N. Earle Jacobs, 
now resident at 117 E. Lullwood, San 
Antonio, Tex., found the call to conven- 
tion so great that he got a thrill out of 
attending the Texas-Oklahoma show, 
after four years of retirement from ac- 
tive business life caused by illness. He 
has improved a great deal in health in 
the last year’s stay in San Antonio. 
As a past director and vice-president of 
the National Shoe Retailers’ Associa- 
tion he will be pleased to receive any 
letter that is sent to him. 
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Robert S. Cook Elected 
Nettleton Director 


SYRACUSE, N. Y.—Robert S. Cook, 
son of H. W. Cook, president of the 
A. E. Nettleton Co., was elected a di- 
rector of the company Feb. 10 at a 
meeting of the board of directors. 

Mr. Cook is a graduate of Yale Uni- 
versity with the class of 1929 and be- 
came associated with the Nettleton Co. 
last September. He represents the 
fourth generation of the Cook family 
to engage in the manufacture of shoes. 
His father is a former president of the 
National Boot and Shoe Manufacturers’ 
Association and is widely known 
throughout the industry as one of the 
most aggressive and most successful 
men in the craft. His grandfather, the 
late Miller Cook of Whitman, Mass., 
was one of the early pioneers of mod- 
ern shoemaking methods and about 1880 
operated under his own name one of 
the largest shoe factories in New En- 
gland. 


Billy Rogers—Shoe Merchant 
(CONTINUED FROM PAGE 88) 


with an average about thirty-three. 
That’s not exact but about O.K. And 
while on the subject, we don’t have 
teachers in college, we have a faculty. 
And let me add this same faculty said 
that the success of a business did not 
depend on the volume or gross profit 
but on the net cash left at the end of 
the year. It was often more profitable 
to do less business at a bigger mark-up 
and thereby get a bigger net at the end 
of the year. Now make a funny story 
out of that,” Jack chuckled as he spoke. 

A general laugh followed and after 
some more chaffing they got back to 
business. It was then decided that the 
next time Billy put in new styles he 
should get two which were comparable 
and give one the regular gross of 
thirty-three and a third, while the 
other should have a gross of forty 
per cent. Then the sales of the two 
numbers should be watched carefully. 
Billy stated definitely that he was half 
afraid to make the change, and in any 
case he would go along very cautiously 
in the matter. 

June looked with wonder at Billy. 
A cautious Billy was surprising, but 
there was no question that Billy was 
learning to be forward thinking. He 
recalled his past mistakes, he had suf- 
fered so for them, and then again, re- 
sponsibility was sobering the young 
man. 

As June and Billy left the store for 
a soda at Felkington’s, she said: 
“Ahem, you do not have a book-keeper 
tomorrow night.” 

“No?” Billy said in surprise. 

“What’s the idea, magnificent?” 

“Mother and I are going to call on 
a friend of ours. At any rate a casual 
acquaintance. So I must ask for the 
evening off.” 

“Granted, glorious, on condition that 
I approve the friend.” 

“Oh, you approve. You think he’s 
marvellous at times. Then at other 
times you’re not so hot for him. In 
a word, we are going to call on you 
as your mother suggested.” 

“Good. I had a letter from Mom day 
before yesterday and she asked if you 
had been yet.” 

“I know, honey.” June gave his arm 
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WHERE TO BUY 
Spats 


BOND STREET 
Fh a Spats 





Benet i 

ual in ev 

to the finest +d 
ported spats — but 
made over here and 


Write for price list and samples. 


THE WILLIAMS MFG. CO. 
PORTSMOUTH OHIO 


WHERE TO BUY 


Shoe Ornaments 
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THE 
REYNOLDS COMPANY 


7 Eddy Street 
Providence, Rhode Island 


MANUFACTURERS 
SHOE ORNAMENTS 


and 
JEWELRY NOVELTIES 
EXCLUSIVE DESIGNS 
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WHERE TO BUY 
W ork Shoes 
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SPECIALISTS IN 
a MEN’S and BOYS’ Se 


Goodwill Shoes 











“For Hard Service and LongWear’ 


Holist< Mass 





BB Work and Service Shoes In Stock MM 





an affectionate squeeze as she spoke. 
“You told me.” 

After they had started their sodas, 
Billy looked at June and said: “Funny 
thing about Mom going to see Aunt 
Agatha. I wonder why she decided to 
go so suddenly?” 

June looked at Billy, a gentle smile 
on her lips. She shook her head ever 
so slightly and murmured: “I wonder, 
you funny old Billy.” 

And Billy was surer than ever that 
women were queer. 
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IN AN AUTOMOBILE 
ITS SPRINGS 
AND COACHWORK 
a 
Give your customers the comfort they demand. 
Show them shoes with CRAWFORD Arch Supporting = 
Shanks that make walking a pleasure. CRAWFORD c 
Shanks embody a fine combination of rigidity and “~ 


flexibility — applied so that the shoe and the shank 
keep their shape and still provide constant support 





to the arch as the foot changes its position in walking. 
Specify their inclusion by their full name, 


CRAWFORD SHANKS 


UNITED SHOE MACHINERY 
CORPORATION 


BOSTON «: MASSACHUSETTS 


aA 



















One end of the sae 4 
CRAWFORD Shank INSOLE Va, 
is slotted and fitted ELONGATED SLOT 
around a split rivet 
so that it will slide 
back and forth as the 
weight of the body 
is applied to and re- 
moved from the foot. 
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AT Salesmen Wanted = 

S ES OPPORTUNITY We want business yroducers to carry 
short line of popular priced children’s S 
and misses’ welts as a side-line propo- tT. 

i sition. 

Reliable Eastern Manufacturer of style shoes for Men and Boys, strongly Territories open: New England, New ne 
established in Northern and Eastern territories, now wishes to develop York State, Greater New a i 
vania, nD » ic 
Southern and Western states. Atlantic States, Gulf States,’ Texas, di 
i : s Missouri and Arkansas, Tennessee and to 
We have open territories in Tennessee, Alabama, Mississippi, Louisiana, EE eS gi 
pmanins a hr Arizona, New Mexico, Missouri, Kansas, If you are 3 working any of these states 39 

Owa. ra i and can produce business this is your 
Colarado. Wocsting ——. — North Dakota, South Dakota, A Commission ‘paid monthly pa 

’ —— at seven per cent on net shipments. ne 
‘ ‘ ; ss manufactured in Middle West. Address S: 

Complete stock line, reliable stock service, liberal commission. Please give B-651, care Boot and Shoe Re- 
H . . : corder, 189 W. Madison St., Chi- ca! 

us an outline of your past experi d 

y pa perience and your present connection. cago, Ill. cor 
nal 











Address B-674, care Boot and Shoe Recorder 


Re 
e 
239 West 39th Street, New York, N. Y. - 


S HOE salesmen wanted to carry a line of 
spats and shoe ornaments as a sideline, 
those who have time to allow them to aw a 
side line, answer only with references. an- 
olis Manufacturing Company, 4248 No. Craw = 












































ford Ave., Chicago, Illinois. F' 
FOR TERRITORIES IN THE WEST AND SOUTH SSouthern and ‘Mountain States. Short. fac i 
Southern and Mountain States. Short fac- - 
tory line of popular priced children’s shoes ove 
We need a few good representatives to cover Western and Southern terri- Desire epvering werrieery. close and_ well end 
i j i 4 7 quainte wit trade. traight commission 
tories for BOND STREET SPATS. Our 1930 line is ready with several oe sg He Be Ry ey - a 
new numbers and we will back it with a bigger advertising program. The first letter. H. F. MALOTT SHOE CO., 
demand for spats is growing and our men will make good money this year. 1915 No. Girard Street, Chicago, IIl. : 
Please write at once if you are interested, giving sales and personal record, sho 
territory covered and references. WANTED—In ait sections, _Shoe Salesmes 7 
. with established territory to carry as side 
THE WILLIAMS MFG. COMPANY, Portsmouth, Ohio line on commission basis short, snappy line of Tol 
gee —_ ~~ a _ 1 » . oun 
an to approximately t samples). 
All numbers stocked. WILMAR SHOE CO., F‘ 
WANTED—SALESMEN or SALESLADIES _—Reehester. N.Y. Ra 
w —In ofl! sections now ling Infants’ pee 
SALESMAN WANTED pong lg a a ae by = poe LABAMA, Mississippi, Louisiana. Our ac- 
Salesman with established territory for a commission basis, our well known, short, popu- * counts established, Want ojeenee to anery 
side line proposition of real merit. Excellent lar priced line of HAPYTOZ Juvenile Shoes, side line of Children’s Turns, Stite Pt. & om oasis 
opportunity. Quick sales. Easily carried. sizes 1 to 8. All numbers stocked. Puritan Welts ~— from Infants’ to Grow- 
Write for particulars stating territory will The greatest shoe ever built for small chil- ing Girls. J. S. Zulick & Company, Orwigs- F< 
cover. dren, being recommended by leading Ortho- burg, Penna. s 
Address B-675, care Boot and pedic Specialists for perfect fitting qualities, sell 
Shoe Recorder, 239 W. 39th St., flexibility and smooth Re 
New York, N. ¥. Desire connection with A-1 Representatives ALESMAN wanted with established trade one 
only. Rare opportunity. W. C. GOODGER, among department stores, chain stores, and 
INC., Rochester, N. Y. jobbers, outa grade of Women’s Novelty E? 
McKays. Commission basis only, payable each 
week. References required. Address B-665, nan 
if d ra re Pest snt ay Recorder, 239 W. 39th bay 
t. ew Yor ° de ‘ - 
Classified and Opportunities Department 39 
RATES AND OTHER INFORMATION a ye F‘ 
Copy must be received at the Boot and Shoe Recorder, 239 West 39th and sandals for the state of Texas, on a com- n 
St., New York, N. Y., om Monday of the week of pu tion in order mission basis. Must be high grade man with Pen 
that advertisements be published same week. Otherwise insertion a large following for an established territory. stoc 
will be put over to the following week’s issue. ete ne ye and we BY ens meee. bo ‘ 
= . t ° ce] 
POSITIONS WANTED When advertisers desire answers te 239 W. 39th St. New York, N.Y. Boo 
Vev 








Je per word. Minimum Charge $1.25 
ALL DISPLAY SPACE 

Five dollars per inch. Allow 48 

words te an inch 





tisement and paid for acc ° 
Payment in ce ex- 
cept when re as 


amounts are too small to open accounts. 








CORRECTIVE SHOE SALESMEN to sell 
new and revolutionary orthopedic specialty. 
Samples carried in pocket and sells on sight. 
Priced right and is a powerful trade builder 
for the retailer. Helps them to sell more of 
your shoes. Liberai‘®tommission. State terri- 
tory covered. Pedic Products Co., 1536 South 
Ave., Syracuse, N. Y 
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SALESMEN WANTED 





POSITION WANTED 


WANTED TO BUY 





W ANTED—Salesmen who have _ established 

shoe accounts, to carry our well-known line 
of children’s shoes in connection with non- 
conflicting line in states “4 Western Pennsyl- 
vania, Ohio, and Michi Highest rate of 
commission paid. Com fete instock department 
maintained. ELMHOLZ SHOE MFG. 


COMPANY, MILWAUKEE, WIS. 





S ALESMEN WANTED—FEstablished manu- 
jacturer of fine turn mules and d’Orsays 
wants salesmen (with automobiles preferred) 
to cover Pennsylvania, District of 
and Maryland and New England. 
B-673, care Boot and “~ Recorder, 239 W. 
39th St. New York, N. 





ALESMAN—Com’—For Eastern and West- 

ern Pennsylvania, to carr general 
line medium priced Shoes, Slippers and 4S Felt 
footwear. (Could be handled in connection 
with some om Ly Address by letter. 
Jantzen Shoe Co., Second St., Phila- 
delphia, Pa. 





S ALESMEN WANTED: Several very desir- 
able territories are open. Among them 
Texas, Mississippi, Arkansas, Kentucky, Ten- 
nessee, Indiana, Ohio and others, to salesmen 
who desire permanent and profitable connec- 
tions with large St. Louis manufacturer and 
distributors of Ladies’ in; stock novelty shoes 
to retail at popular prices. When applying 
give age and road sales experience. ddress 
B-678, care Boot and Shoe Recorder, 239 W. 
39th St., New York, N. Y. 





G ALESMEN wanted with established follow- 
ing among well rated accounts only, to 
carry side line of soft sole house slippers on 
commission basis. Best sellers in stock. Give 
name of main house (for reference) when ap- 
plying: Address B-679, care Boot and Shoe 

ecorder, 239 W. 39th St., New York, N. Y. 





FOR RENT 


FOR RENT—New Storeroom with modern 
display windows, best location between new 
theatre and department store, in busy town of 
10,000. Chain shoe store preferred. Location 
available April 1st. Address B-655, care Boot 
and Shoe Recorder, 239 West 39th Street, 
New York, N 








corner in 


OR RENT—Busiest shopping 
rice ladies’ 


Toledo, Ohio, for popular one 


shoe store. Room is twenty by hundred ten 
feet deep. Rental less than half its value. 
Write Wineburgh, Summit corner Adams, 


Toledo, Ohio. 


BOOKKEEPER— Young lady A-1 bookkeeper 

and office manager would like position with 
chain store organization or factory manufac- 
turing ladies’ shoes. Thoroughly experienced. 
All up to date methods. Excellent credentials. 
Address B-677, care Boot and Shoe Recorder, 
80 Federal St., Boston, Mass. 





OSITION WANTED: As Salesman in Man 

Shoe Store or Men’s Shoe Department, ex- 
eens shoe fitter and salesman connected with 
olk Bros. Co., Dallas, Texas, for nine years 
for references to my character and ability. 
Now if you want your business to grow, shoes 
must be fitted by experience. Shoe Salesman 
and Orpedic. John J. Skally, 3911 Holland 
Ave., Dallas, Texas. 





S HOE buyer, twenty years’ experience depart- 
ment and chain shoes; just resigned position 
buying for seventeen departments; age, forty; 
married; will consider large volume basement. 
Address B-668, care Boot and Shoe Recorder, 
239 W. 39th St., New York, N. Y. 





[NX CHICAGO, Buyer, manager or assistant 
wishes to make connections with quality 
independent or chain concern. Young man 
(31), married, College graduate, Gentile and 
have been in shoes + gee | all my life. 
Best reasons for making ange. Suture 
rathen than present remuneration. Now em- 
ployed in town of 15,000. Address B-667, 
care Boot and Shoe Recorder, 239 W. 39th 
St., New York, . 





LINE WANTED 


HOE MAN, 30 years’ ace. experience, 
traveling British Isles, May to October. 
Would represent trade interests, highest refer- 





ences. MARTIN, 42 Brighten Ave., Kearny, 
New Jersey. 
ALESMAN desires linc women’s novelty 


McKays, popular prices for Southern terri- 
tory; have established trade twenty yrs. stand- 
ing. Address Post Office Box 1069, Jackson- 
ville, Fla. 





STABLISHED New York selling organi- 

zation with a showroom and salesforce is 
open to take on representative lines of house 
and comfort slippers, sandals and novelty shoes. 
Address B-672, care Boot and Shoe Recorder, 
239 W. 39th St., New York, N. Y. 





ALESMAN with good following, New York, 

Westchester County, Hudson River Valley, 
desires line shoes or slippers. Address B-676, 
care Boot and Shoe Recorder, 239 W. 39th St., 
New York, Y. 








FOR RENT—Shoe Department, best location 
in city. Siegel’s, 111 Monroe Ave., Grand 
Rapids, Mich. 





FOR SALE 


FOR SALE—Established—small family shoe 
store in Eastern Penna. Family reasons for 
Address B-671, care Boot and Shoe 

New York, N. Y. 





selling. 
Recorder, 239 W. 39th St., 





EXCEPTIONAL opportunity; shoe store with 
established business, fine location in dy- 
namic Detroit, if you are now in business a 
buying arrangement very interesting. Address 
B-670, care Boot and Shoe Recorder, 239 W. 
39th St., New York, N. Y. 





FOR SALE—Successful family shoe store 
nearly 50 years old in hard coal section of 
Pennsylvania. Always a money maker. Good 
stock. To settle estate, building must be sold 
or disposed of on long term lease. Easy terms 
to responsible party. Address B-669, care 
Boot and Shoe Recorder, 239 W. 39th St., 
New York, N. Y. 





BUSINESS OPPORTUNITY 


FINE openin 
in Pierre, S. Dak. 
- ate retail trade. 





for small high class shoe store 
State ee City with 
Write F. Hyde, Box 
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HELP WANTED 


WANTED: CHIROPODIST for high grade 
store in Birmingham, on percentage basis. 
Must be graduate and registered. Address: 
Mr. C. C. Kepner, care Odum, Bowers & 
White, Birmingham, Ala. 


MERCHANTS’ NEEDS 











LABELS 


The DISTINCTIVE and 


PERMANENT MARK 


3 Pe 3G OLED 
WEAVING CO. 


53-39 W 347" ST, wy Cc. 
nae lolal <a, Ab-1O1O), F-T0) mo he) 
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A RETAIL shoe store with small stock in 
New Jersey or about 50 miles from Boston; 
what have you? Aronson, 670 Clinton 
Ave., Newark, N. 


PATENTS 


‘PATENTS 


me counts in applying = ae. Ben's 
ck delay in protecting 
sketch or nom. “tor instrections - write for for 
FREE book, to obtain a Patent’’ and 
“Record of Ma A form. No charge for 
information on how to proceed. Communications 
strictly confidential. Prompt, careful, ent 
service. Clarence A. O'Brien, Registered Patent 
Attorney, 453-B, Security Savings and Comm’! 
Bank Bullding (directly es street from U. 8. 
Patent Office), Washington, D. C / 




















MERCHANTS’ NEEDS 













Price Tickets *trr° 
FREE 
Original Designs in Colors and Odd 
Shapes. 21 years nothing but Tickets 
Largest Size 3 by 4 New Styles constantly 


B. STAUFFER °2o8anceies cat” 












* ORNAMENTS 
of RENOWN 






featured on our 

leather and fabric bows, which eliminates 

sewing, stapling and defacement of the 

shoe. It is quickly attached and detached. 
We specialize in metal bows and 
buckles and expertly designed ceptilian 
bows in all shades. 


A perfected metal clip 


Renown Leather Products, Inc. 
54 West 21st St. New York City 











WANTED TO PURCHASE 











If you contemplate selling your 

entire or surplus stock com- 

municate with us. Prompt at- 

tention given. 

KIRSCH-BLACHER CO., INC. 

624 Broadway New York 
Phone Spring 1448 














Quick Cask Buyers 


tail Shoe Gtores—Stocks or Odds ané 
Bnde Unexpired leases taken ever. 
Phone of write. 


POSTER @ DEUTSCH 


486 Grand St. New Yerk City 
Dry Deek 03523 








TO BE SURE YOU REOCHRIVE 


HIGHEST PRICES 


for your retail odds and ends, entire 
or surplus stocks, ask us for our bid. 
(Estab. 40 years.) Cash transactions. 


Export Surplus Purchase Co., Ine. 
506 Broadway, New York, N. Y. 
Telephones Uanal 6874 and Canal 6655 

























































































































































MERCHANTS’ NEEDS BUSINESS OPPORTUNITY MERCHANTS’ NEEDS [ 
* 
U CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn b 
income in service fees. A new system o $39.50 
foot correction; readily learned by any- 
one at home in a few weeks. Easy terms For Complete Set 
for training; openings everywhere with 
of Lee Diet eae etd b- 
pr ice Yoke Ry soliciting. Aatress Stephen Yabore- a ane t 
tory, 21 Back Bay, Boston, Mass. 4 + — 
TILTS ATANY ANGLE Weighted “Bases —~ Mossi 
$5.00 Per Gross MERCHANTS’ NEEDS Wrete — 
$2.75 Half Gross Wintow Fabrice end J 
Guarantesd to | sive 100% THE HECHT FIXTURE CO. :> 
M. D. POLLINGER CO. duaw ‘cath 238 South Wells St. : 
416 Victoria Bldg. St. Louis, Mo. 142 WEST BT. CHICAGO . 
pr 
Eve a fe Weapews — sis 
weet —~ “yl — Milbradt to 
Art’ Flowers, Vases, Wi = 
Paintings, Settings, Seenes, Velour Papers, Paper =] Rolling Step Ladders o. 
Ribben Borders, Decorative Pagers, Seah c 
Pufing, Folls, Fiitters, Valences, Draping Me- =| Mmable you to reach your re 
terial, Grass Mats. Send for Faney Paper Beok- | shelves convenient- 
jot. Price Tickets. —o be 
DAVE’S DISPLAY DECORATIONS SEG AMLé SONS =| They last « lifetime fo 
118 West Broadway, New York ———| and 
a 
or 
| 933 ARCH ST. fates * 4 
} rite for general cata) ce 
STEEL ADVERTISING PriLADEL PH A, PA. ition deawesttS slog 7 
SPECIALTIES a 
Milbradt . 
B Hook 
mete — anufacturing Co. a 
Established 1895 ' 
readout 2416 No. 10th Street o~ 
ry Ore ee =| ST. LOUIS, MO sh 
stone) Shakers ] 
Window Reachers _ 
Window Hooks BEADED BUCKLES an 
J. L. SOMMER ™FS- With Practical, Patented Clasp Ste 
— we nel 
ESTABLISHED 1876 es saecesaeeet : 
NEWARK NEW JERSEY wit X¥Y boc 
LARGEST MANUFACTURER IN THE WORLD Viele 
Window Decoration 
; and maker of 
Artistic Price Tickets - . 
Iatest in Imported and Domestic Rol! 1 
Paper, etc., in Season. Sto 
Samples mailed free on request. ing 
EMIL RUBLACK C 
40-142 West ae | sho 
sctebiiahed 1008 a va Reed and fibre chairs askin ss On 
bring color, comfort, and No. 1581—75c Per Pair a 
charm to the modern — a eo, “f 
sho 
shoe store. This is one The National Buckle Co. wal 
Pome oe Le BeERS POP oe rn owner ent vopR ! 
The right merchandise at the right price. reed chairs made by 17 WEST 17th ST., NEW YORK 30° 
Samples sent on request. I 
HY-GRADE SLIPPER SUPPLY CO. Mil 
693 Broadway New York City HEYWOOD-WAKEFIELD “| 
: ; Baltimore Los Angeles boo 
Retail Business Improved Boston New York estanusste 80 rut 
te ‘ . . Buffalo Philadelphia sho 
St. Lovis—Business in this retail , Pp - 
district has shown a betterment. This ttn F Portland, Ore. LAB E LS sho 
change was created by the ee Famessco ms 
and clear weather. All stores share , 
the activity, and the call for Spring SHOE CARTONS ~ 
footwear filled some of the stores with EXCLUSIVE BUT NOT EXPENSIVE +o 
ee ee — a been wit- SAMPLES UPON REQUEST 25 | 
nessed in the past fortnight y 
Snakeskins are having a marked Do You Know? ma 
vogue, and those stores in a position to . * 
meet the customer demand are enjoy- pooh es fied rd nad os i “ 263-271 LEXINGTON AVE , BRODKLYN. NY Spo 
ing good business. Black mat kid re- f . a ok commas, fms AMERICA’S GREATEST ban 
mains strong in the call and indications enue me Ms Gules servis 2 8 time ons Saares © teens vanee ue 
are that it will continue to retain its saver in meeting immediate needs. in | 
strength for some time. 
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a ial Latest Reports of New Stores, , 
Failures, Embarrassments and \ 
aA RO M mi i | D) Bankruptcy Proceedings 4 
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Bousiness 





Business Changes 


ARK ANSAS—Russellville—Price Clothing Co. ; 

ts, shoes, etc.; Wallace Cowan retired. 

ILLINOIS—Chicago—Davis & Davis (4948 
Milwaukee Ave.) ; boots and shoes; succeeded by 
Joseph Zobel. 

John Holm (7002 N. Clark St.) ; boots, shoes, 
etc. ; reported retiring. 

. C. Spengler Shoe Co. (H. C. Spengler, 
prop.) (5324 N. Clark St.); reported retiring. 

Joliet—Louis A. Roth (“The Lincoln Store’) ; 
succeeded by Roth & Schiff. 

INDIANA—Elkhart—Blough’s Nu-Made Boot 
Shop; boots and shoes; reported name changed 
to Numode flipper Co. 

KENTUCKY—Louisville—Stewart Dry Goods 
Co. ; boots, shoes, etc.; W. A. Weiser, president, 
retired. 

MAINE—Norway—James Smith Shoe Store; 
boots and shoes; reported succeeded by W. Man- 
ford Mann. 

MASSACHUSETTS—Boston—Dartmouth Shoe 
Co.; manufacturers; filed issue of 200 shares of 
common stock. 

Roslindale—A. Flatto; boots and shoes; re- 
cently commenced business. 

Lawrence—Gilbert-Chenoweth Shoe Co.; man- 
ufacturers; inc. authorized capital $50,000. 

Lynn — Danvers Shoe Co.; manufacturers; 
filed $8,000 issue of common stock. 

Salem—Salem Turn Shoe Co.; manufacturers; 
capital stock increased by $25,000 

Webster—Michael W. Commons; boots, shoes, 
etc. ; reported sold or closed business Feb. 28. 

MICHIGAN—Decatur—H. G. Hudson; boots, 
shoes, etc.; succeeded by Ervin G. Goodrich. 

MISSISSIPPI — Vicksburg — Metzger & Co.; 

its, shoes, etc.; reported liquidating. 

NEBRASK A—Howells—John A. Stengel ; boots 
and shoes; recently 

NEW HAMPSHIRE—Manchester—John’s Shoe 
Store (362 Chestnut St.) ; boots and shoes; part- 
nership dissolved ; succeeded by John N. Floriu. 

NEW JERSEY—Atlantic City—Charles Weiss; 
boots and shoes; reported selling or sold out. 





Woodcliff — Max Siskind (956 Bergenline 
Ave.) ; boots and shoes; removed to North Ber- 
gen, N. J. 

NEW YORK—Albany—Isaac om (Es- 
tate) (Popular Shoe Store) (160 S. Pearl St.) ; 
sold or closed out business. 

rooklyn—Rite Step Shoe Co., Inc.; shoe man- 
seernneees succeeded by Step-Rite Shoe Co., 
ne. 

Corona—Leonard Grachek; boots, shoes, etc. ; 
removed to Baldwin Harbor, L. I. 


New York City—-Max Deutsch, Inc. ; boots and 
shoes ; incorporated. 
William Goldstein Shoes, Inc.; manufac- 


turers; capital increased from $100,000 to 
$150,000. 

Norcliff Shoes, Inc.; boots and shoes; inc. 
authorized capital $20,000. 

Samuel Klein (“Economy Shoe Co.”) (109-13 
W. Broadway); wholesale shoes; erroneously re- 
ported sold or closed out business; business being 
yp a at 115 N. Fifth Ave., Long Branch, 


OKLAHOMA — Ryan—Jones & Patterson 
(“Snappy Men’s Furnishings and Tailoring 
Shop”’) ; boots, shoes, etc. ; partnership dissolved ; 
succeeded by Harry Jones. 

Sapulpa—Joseph P. Bell; boots, shoes, etc. ; 
succeeded by Bell Clothing Co., Inc. 

Seminole— Born Killingsworth D. G. Co.; 
boots, shoes, v ; succeeded by Killingsworth 
Bros. Clothing 

PENNSYLVANiA—Philadelphia—T. J. Carey 

; boots and shoes; reported sold or closed out 
business. 

Mark Shoe Co., Inc.; boots and shoes; cor- 
porate name changed to Mark Bros. Shoe Co. 

TEXAS—Lubbock—McWharter-Roberts ; boots. 
shoes, etc.; succeeded hy McWharter-Arnett. 

WASHINGTON—Everett—W. L. Yeo (Family 
Shoe Store); boots and shoes; reported sold or 
closed out business. 

WEST VIRGINIA—Morgantown—Gustave J. 
Cohen; boots, shoes, etc.; reported sold or 
closed out business. 





Failures, Embarrassments, Etc. 


CALIFORNIA—Bell—David Glassman (Bell’s 
Toggery) ; hoots, shoes, etc.; reported assigned 

Los Angeles—Joseph Sloane (Sloane’s Shoe 
Store); boots and shoes; reported called meet- 
ing of creditors. 

COLORADO—Brush—Wages Clo. Co.; boots, 
shoes, etc.; reported petition in bankruptcy. 

FLORIDA—Fort Meyers—H. A. Robbins & 
Co.; boots, shoes, ete.; reported petition in 
bankruptcy. . 

Lake City—F. A. Crowder; boots, shoes, etc. ; 
reported petition in bankruptcy. 

GEORGIA — Augusta—Grad Shire; boots, 
shoes, etc.; reported petition in bankruptcy. 

ILLINOIS—Chicago—N. Dispensa (Chelten- 
ham Bootery) (2906 E. 79th St.); boots and 
shoes; reported receiver appointed. 

Hyman Gill (1137 W. Madison £t.); boots, 
shoes, etc.; reported offering to compromise at 
30 per cent. 

Louis E. Richter (Sample Shoe Co.) (4780 
Milwaukee Ave.); boots and shoes; reported 
called meeting of creditors for Feb. 18. 

Isadore Abramowitz (4502 N. Kedzie Ave.) ; 
boots, shoes, etc.; reported petition in bank- 
ruptcy ; reported receiver appointed. 

Friederberg (5241 Fullerton Ave.); boots, 
shoes, etc.; reported petition in bankruptcy. 

Herman Lappe (5409 W. Madison St.) ; boots, 
shoes, etc.; reported petition in bankruptcy. 

Danville—David Iskowich (Davey’s Store); 
boots, shoes, etc.; reported offering to compro- 
mise at 25 per cent. 

LOUISIANA — Bogalusa — Boston Store (Joe 
Fisher); boots and shoes; reported petition in 
bankruptcy; reported offering to compromise at 
25 per cent. 

MAINE—Skowhegan—Northeastern Shoe Co.; 
manufacturers; reported offering to compromise 
at 20 per cent. 

MARYLAND—Baltimore—Nathan Stein (‘The 
Spot”); boots, shoes, ete.; reported petition in 
bankruptcy. 

Frederick—-B. Rosenour Sonns, Inc. (37 N. 
Market St.); boots and shoes; reported petition 
in bankruptey; reported receiver appointed. 

MASSACHUSETTS — Boston—Dunham_ Bros. 
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(Freedom F. Dunham) (76 Summer St.) ; boots, 
shoes, etc.; reported assigned. 

Eddy’s. Shoes (40-42 Cross St.); boots and 
shoes; reported assigned. 

Chelsea—- A. M. Goldberg (174 Broadway) ; 
boots, shoes, etc.; reported assigned. 

New Bedford —Igfevre-O2tman Shoe Co.; 
manufacturers ; reported asking general exten- 
sion. 

Haverhill—Wilcox Shoe Co. (Phoenix Row) ; 
shoe manufacturers; reported assigned. 


Salem—Frank Coombs Shoe Co., Inc.; manu- 
facturers; reported assigned. 
MICHIGAN — Detroit— Nathan Zussman 


(12400 E. Jefferson Ave.); boots, shoes, etc. ; 
reported petition in bankruptcy. 

MISSOURI — St. Louis — Gaylor-Levin Shoe 
Co. (518 Washington Ave.); boots and shoes; 
reported assigned. 

NEW JERSEY—Passaic—J. Zucker; boots 
and shoes; reported called meeting of creditors. 

Somerville (also Bound Brook)—Durable Shoe 
Co., Inc. ; boots and shoes; reported called meet- 
ing of creditors for Feb. 20. 

NEW YORK—Baldwinsville—Arthur B. Tyler; 
boots, shoes, etc.; reported petition in bank- 


ruptcy. 

Brooklyn — George Marcus (575 Flatbush 
Ave.); boots and shoes; reported petition in 
bankruptcy. 

Samuel Teffer (35 Sumner St.)}; boots and 
shoes; reported called meeting of creditors. 

Buffalo—J. Rubner (698 William St.) ; boots, 
shoes, etc.; reported assigned. 

Jamestown—James Lindell; boots, shoes, etc. ; 
reported petition in bankruptcy. 

Mamaroneck—Jack Santangelo, Jr.; boots, 
shoes, etc.; reported petition in bankruptcy. 

New York City—Anstern Shoe Co., Inc. (99 
Duane St.); wholesale shoes; reported offering 
to compromise at 25 per cent. 

NORTH CAROLINA—Burlington—The Vogue ; 
boots, shoes, ete.; reported offering to compro- 
mise at 25 per cent. 

Greenville—B. G. Abeyounis; boots, shoes, 
etc.; reported petition in bankruptcy. 

Tarboro—Anderson, Brooks & Hargraves Co., 
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Inc.; boots, shoes, etc.; reported petition in 
bankruptcy. 
OHIO—Loraine—Joseph Millek; boots and 
shoes; reported petition in bankruptcy. 
Warren—Alex Moldovan; boots, shoes, etc.; 
reported petition in bankruptcy. 
PENNSYLVANIA—Bryn Mawr—Abraham & 
Harrison; boots, shoes, etc.; reported offering 
to compromise at 20 per cent. 
Philadelphia—Joseph Zeitz (316 N. 8th &t.); 
ts and shoes; reported receiver appointed. 
Spring City—Harry E. Chapman; boots, shoes, 
etc. ; reported petition in bankruptcy. 
SOUTH CAROLINA — Newberry — Copeland 
Hipp Co.; boots, shoes, ete.; reported assigned. 
TEXAS—Denison— Guarantee Shoe Store (Lee 
T. Eastham, prop.); reported petition in bank- 
ruptcy ; reported offering to compromise at 25 
per cent. 
VIRGINIA—Norfolk—P. D. Carter & Son, 
Inc.; boots and shoes; reported assigned. 
WISCONSIN—Milwaukee—Downer Shoe Store 
(Downer Boot Shop) (McNutt Cantini, prop.) 
(60114 Downer Ave.) ; reported assigned. 
Harry Weinberg (263. Third St.); boots and 
shoes; reported assigned. 








New Shoe Dealers 


Coolidge, Ariz.—Seagoe’s General Store. 

Los Angeles, Cal.—Sam Rosenfield, 4201 Whit- 
tier Blvd. 

Cumberland Gap, Tenn.—J. D. Estop. 

Algona, lowa—James Neville. 

Cuero, Tex.—Jacob Schmidt. 

Bayonne, N. J.—Wonder Bargain Store, 952 
Broadway. 

Calumet City, Il.—Harry’s Dry Goods and 
Shoe Store, Calumet City Bank. 

Maloy, Iowa—J. E. O’Connor & Sons. 

Gastonia, N. C.—J. P. Thomas, Loray Square. 

St. Y Vt.—F. Russell Spear, 88 ° 
Main S 

im Mass.—Wilbar’s, Inc., 455 Washing- 
ton St. 
Cumberland, Md.—Jonas W. Johnson, 8 Val- 
ley Road. 

Goodell, Iowa—Ben Heginger. 

Irvine, Ky.—G. Hackworth. 

Ely, Nev.—Peter H. Marvis. 

Howells, Neb.—John A. Stengel, Balak Bldg. 

Peru, Ill.—Acker & Kane. 

Claytonville, I1l.—Carl Behrens. 

Haverhill, Mass.—Hilliard- Malcolm Shoe Co., 
94 Groveland St. 

Lynn, Mass.—Gardner Shoe Co., Inc. 

Lane, 8. C.—Chas. Boyd & Son. 

Odeboldt, Iowa—Ben Kalin. 

Huron, 8S. D.—-K. & K. Co. 

Doland, 8. D.—C. W. Morlan 

Rochester, N. Y.—Foot Joy Shoe Shops, Inc., 
Seneca Hotel. 

Wyandotte, Mich.—Friedman’s Department 
Store, 1808 Biddle Ave. 

Portsmouth, Ohio—Fish & Fox, Gallia St. 

San Benito, Tex.-—E. De La Rosa Department 

re. 

Columbus, Ohio—Armbruster Store Co. 

New York, N. Y.—The Booterie, 275 Nostrand 
Ave., Kings. 

Tulsa, Okla.—Enna Jettik Boot Shop, 304 S. 
Main St. 

Dickerson, Tenn.—McCorpin Co. 

Copper Hill, Tenn.—Baxter Williamson. 

Platte, 8. D.—Asam Fouw. 

Jamestown, N. Y.—Arnsons’, Inc. 

Schenectady, N. Y.—J. T. & D. B. Lyon, Inc. 

New York, N. Y.—Lazan Bros., Inc. 

New York, N. Y.—Footcraft Boot Shop, Inc. 

Milwaukee, Wis.—Weiss Shoes, 427 Wisconsin 
Ave. 

Peoria, Ill.—Frank P. Meyer. 

New York, N. Y.—Norcliffe Shoes, Inc., Bronx, 

Islip, N. Y.—Wm. A. Thompson & Betty Mil- 
ler, Inc. 

Jacksonville, Fla.—Beau Monde Shoes, Inc. 

Sebring, Fla.—Economy Mercantile Store, Inc. 

Fond du Lac, Wis.—American Leather Corp. 

Ames, Iowa—J. C. Penney Co. (soon). 

Dodge City, Kan.—J. C. Penney Co., 2nd Ave. 
and Spruce St. (soon). 

beral, Kan.—J. C. Penney Co. (soon). 

Collingswood, N. J.—W. T. Grant Co. (soon). 

Pasadena, Cal.—Sears, Roebuck & Co. (April). 

Shawnee, Okla.—Montgomery Ward & Co. 

Cumberland, Wis.—Kellerman’s, Inc. 

Plankington, 8. D.—G. & A. Stores, Inc. 

Pawhuska, Okla.—Jones Stores, Inc. 

Chilton, Wis.—Johnson & Hill Co. 












Boot and Shoe 
Recorder 


Serves in 


Getting More Shoes Sold Right; not 
only “more” but “right”; sold for the 
right purpose, to the right wearer, in 
the right fitting, for the right price, at 
the right profit. This is the great 
problem of the retail shoe merchants. 
The chief purpose of Tue Boor anp 
Suoe Recorper is to help solve it; for 
this is the basic problem upon which 
depends the progress of the entire allied 
industries relating to shoes and leather, 
their production and distribution. 
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Next Week 


you will find 
in the 


Boot and Shoe 
Recorder 


oo shoe year in ’29—with 361,- 
400,000 pairs made plus 6,100,000 
imports—the figures top all other years. 
BUT don’t let that frighten you for it 
doesn’t mean a 1930 overload of salable 
merchandise on the shelves of shoe 
stores nationally. The ghost of past 
production vanishes when the spot- 
light of “per-capita” hits the figures— 
population has grown 21.1 per cent 
since 1913 and shoe products show the 
smallest yearly increase in value of 
any of the sixteen major industries. 
So we serve as scene shifters by re- 
moving the dark-cloud prop and setting 
up a new sun—with “SPRINGTIME” 
the theme song for the shoe store 
chorus. 


AAA 


"pled poner top today compare styles 
and study values. Window shopping 
is a popular pastime and precedes store 
shopping. More shoes are being sold 
through the windows than ever before. 
That’s why Boot AND SHOE RECORDER 
is giving more emphasis to window dis- 
plays. Unless you make a favorable 
impression through your windows, how 
can you expect to bring customers into 
your store? In this week’s issue we 
stress the importance of planning a dis- 
play program; next week we follow up 
with pertinent suggestions for effec- 
tive windows. 






PROTECTED 


AGAINST WET SIDEWALKS 
INVISIBLE MIDDLESOLE 


in your shoe bottoms will pre- 
vent moisture penetrating to the 
inner sole and protect the wearer 
against cold and dampness. 


Longer — more even wear plus much greater comfort are some of the other 


reasons for the ever increasing preference for this new scientific bottom filler— 
INVISIBLE MIDDLESOLE. 


BECKWITH MANUFACTURING CO. 


Largest manufacturers of Box Toes in the World 


STATLER BLDG., BOSTON 
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The Hall Mark MOJUD 


© of First Quality Price Range 
| stamped on every $9 to $15 
per dozen 


pair of Mojuds. 


3 
A 


Net 


SILK STOCKINGS 





What is a Good Customer Worth to You? 


ASK US...We will tell you...and show you how to get and hold her business. We will 
tell you how to capitalize on your hosiery business to help you sell the other merchandise 
you carry. 


Write to us for two folders which we have given the title, “What is a Good Customer 
Worth” ... We believe the MOJUD plan outlined therein will answer the problem of New 


Day competition through suggestions for the intensive cultivation of your local market....... 
Worth writing for...at once! | Address Department A. 


MOCK, JUDSON, VOEHRINGER CO., Inc. 








Pierce and Eighth Aves. Vuje / f FACTORIES 
Long Island City GREENSBORO, N. C. 
Sales Office, 385 5th Ave., N. Y. C. PHILADELPHIA, PA. 


Chicago, (After March 10) Merchandise Mart LONG ISLAND CITY, N. Y. 


§/LA STOCKINGS 
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NOTICE! 


The Society Maid Hosiery Mills, Inc., 


hereby notify the manufacturing, 





jobbing and retail trade, that they 
hold exclusive patent No. 1663087 
for the manufacture of Full Fashioned 


Hosiery in Which the Fashion Marks 


or Narrowing Points Are Invisible 











and that they fully intend to protect 
this patent against the manufacture, 
distribution or sale of all hosiery that 


infringes a eee ae 


SOCIETY MAID HOSIERY MILLS, Inc. 


354 FOURTH AVENUE 
Mills at Willow Grove, Pa. 


NEW YORK, N. Y. 


Stockrooms at Dallas, Texas and Omaha, Nebraska 
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> > > » Announcement is also 


made that an infringing stocking whose merits were 
recognized and featured by Saks-Fifth Ave., was upon 
notice from us, promptly withdrawn from sale by 
Saks-Fifth Ave. and the admission of infringe- 
ment candidly made by that company, in testi- 
mony of which, we publish their original 
newspaper offering and letter of acknowledg- 
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fos _ a 


6u Fifth Avenue 


New Yors, Jamuary 25, 1930. 


Mr. Me. Le Cohn, President, 
Society Maid Hosiery Co., Inc., 
354 Fourth Aveme, 

New York City. 


Dear Mr. Cohn; 


Confirming conversation between our Mr. Adam Gimbel ani your- 

self yesterday afternoon relative to the full fashioned sto 

in which the narrowing points do not show (your patent Mo. 1663087) 
we beg to advise you that our company caused this stocking to 

be mamfactured without knowledge of the fact that you held the 
above numbered patent on same. In fact we did not know such a 
patent was in existence at that tine. 


Since, however, you have brought this to our attention through 
your attorneys, we of course had the matter properly investigated 
through our patent attorneys and we frankly admit we have mam- 
factured this stocking without right though of course you will 
thoroughly understand without ill motive. 


It has always been the policy of Saks and Company to respect all 
patent rights and to encourage as far as is possible invention 
and advance in merchandising and we sincerely believe that you 
will understand that our’ misstep in this direction was rather 

a lack.of knowledge than ill intent. 


As explained to you in person we believe the article a marked 
advance in the science of hosiery manufacture and unquestionably 
will revolutionise the method, of making full fashioned hosiery 
an d we congratulate you on this improvecent.: We would be very 
happy indeed to market these gooas ourselves. 


Very.truly yours, 
SAKS & CGiPaNy 
CUdow. 


adam L. Ginbdel 
President. 
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Saks- Fifth Avenue Originstiet* 


“For the First Tume-;* 


Jntroducing -- 


all-Fashioned Hos 


pe 9) 
Without the Usual “Fashioning Mar 


wear better, 
They look better - - ~~ bus 
Have fewer “euns”. . - *2 


1.85 » pair 


. ’ didn’t know 

om in the hosiery aa 8 We ‘sh fashioned 
aa be done. - + © om. lines of dots at 
prin pout those two liutle extra tines 
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whether 
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fashionable hosiery - = « 


. Dijon 
16 in the new Rose 

Ash $0 6 yo perfect modern colour 
: to wear with black costumes 
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one heel 


Mimeniciee 
~ Silk-to-top 
Medium service weight- 
Reran $]5¢ 


IRON CLAD 
No. 910 


Black, pure silk, medium service weight 
“Silk to Top” with “Panel Heel” silk 


plated foot. 


Allure Evenglow Plage 
Almora a Rendezvous 
Beige Clair vorre Romance 
Breezee ae Gun Metal Rosador 
Blonde Dore — Sable 


i Mistery 2 
Crystal Beige Pastel Parchment Sunbrown 
Cuban Sand Pearl Blush Suntan 


Dream Pink Platinum White 


Immediate Delivery 


$12.00 a Dozen 


COOPER, WELLS and CO. 
250 Broad St., St. Joseph, Mich. 


Manufacturers of Full Fashioned and 
Seamless Hosiery at St. Joseph, Michigan 
and Decatur, Alabama 


Manufacturers of Quality 
Hosiery for Fifty 
Years 
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Retrospect and Prospect 
Colors, Styles, etc. 
On page 107 























Hose That Bloom in the Spring 
New Styles Illustrated 
On pages 108 and 109 





Hosiery Windows Grow Simpler and 
Better 
Good Displays Photographed 
On pages 112 and 113 


La Know What They Want 
By Agnes Burke 
On page 114 


The Color Trend 
Best Selling Colors Now 
On page 117 





Looking in on Others 
New Selling Ideas 
On page 119 


Who’s Who in Hose 
News of the Market 
On page 120 
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Hs wid §6is the experience ME ay 
of every Gotham 
“‘It is unnecessary for me to tell you how merchant, who, ay PA and 
thoroughly successful we have been. You ‘ike Mr. Berger, | z= 3oth 
will remember our opening order for ™2Kes Gold Stripe —. Aa hose 
: . silk stockings the > fa 

Gotham Gold Stripe Hosiery four years  csackbone” of his 7 ia and 
ago was $1,500. and you know the tre- department. Co 
those 


mendous volume we are now doing. “Mes ether dees 
The Gotham Gold Stripe Hosiery is the  *4n do, you can do” ey 
backbone of our department. We have an aE 


ever increasing clientele who will only 1930 
wear Gold Stripe hose. We never stop ad- Blon 
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vertising or talking Gold Stripe hose.....”’ A . * 
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fronted with a major trend—that of less lustre 

in silk hose. Two developments recently along 
this line are particularly interesting, that of twisting 
hosiery yarns more tightly, as evidenced in the fabric 
or crepe hose recently put on the market, and as shown 
in the “Guildmode” hose, fine gage seamless stockings 
which are made by various manufacturers under 
minimum specifications set up by the Hosiery Guild, 
and the introduction of stockings made inside out. 
Both methods aim to achieve the same result—a silk 
hose with less lustre, which fits into the lustreless silk 
and the tweed fashion swing in costumes. 

Colorwise, the sun-tans of a tone slightly deeper than 
those of last year, are across the horizon and more clear- 
ly into view. The strong vogue of blue as a spring 
and summer color indicates hose that will harmonize 
with these blue shades. The new standard, spring, 
1930 shades of Rosador, Sunbask, Rendez Vous and 
Blond Doré fall into this classification admirably. 

Another color note of great importance is the vogue 
for deep colored stockings worn with white or light 
costumes and white shoes. Blond Doré, Florida and 
Basque Brown are colors which can be sug- 
gested with authority for this combination. 

Aside from this feature, the introduction 
of pastel shades in hosiery provides the only 
really new color note’ of the season. Just 
how far pastels will go depends on future 
developments. The introduction of pastel 
shades in hosiery is based on the indication 
that pastel shades in costumes will be big 
sellers this year. In a few of the big metro- 
politan stores and in the smart winter re- 
sort shops calls for pastels have been in 


OOKING ahead a bit, the hosiery trade is con- 
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RETROSPECT 





AND 
PROSPECT 


News and Views on (Colors, Styles, 
Prices and Other Th ings in 


the ‘Realm of Hosiery 


+ > + 


sufficient quantities to warrant taking sharp notice of 
them. However, there has been no big rush to pastels 
yet, and most merchants are playing them cautiously. 

Expect a greater demand for lisle hose for sport and 
country wear, of light weight wool and lisle sport 
anklets and of mesh hose in both lisle and silk in the 
finer grades. 


HE old subject of longer skirts and their effect 

on hosiery will not down. So far as making a 
change in the quality of hose is concerned, the effect 
has been negligible. Here and there one hears reports 
that cotton hems have perked up a bit in demand, and 
that some women are buying heavier hose. On this 
latter point an explanation is found in the fact that 
many women are demanding heavier hose both from 
the standpoint of wear and fashion, but this has 
nothing to do with longer skirts. Heavier hose have 
less lustre and are more opaque than the extremely 
sheer chiffons, and in some cases give a better color 
effect. 

Longer skirts, however, are bringing back ankle 
decorations, such as clocks, both embroidered and lace, 
and have increased the call for novelties in 
the way of designs on the front of the ankle. 
The latter, however, are distinct novelties 
and will not run into big volume. 

Tweed effects in lisle and silk or mixtures 
will have a definite place this spring and 
summer in the fashion picture. Altogether, 
hose which show a different surface from the 
ordinary silk stocking will catch the imagina- 
tion of consumers. They may not displace 
regular silk stockings, but they will provide 
a considerable amount of extra business. 
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HOSE THAT BLOOM 


Long skirts have re- 
vived ankle decora- 
tions. Here is an em- 
broidered flower and 
bird motif which has 
just been brought out. 
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For Spring - - 


O better serve the 
shoe trade, three 


ULNUTUNLULY 














new numbers have 





been added to our reg- 
ular line. Investigate 
their profit possibili- 
ties! 

WRITE FOR SAMPLES! 


MMMM OUT 





FEDDEN BROTHERS COMPANY, Inc. 


Now located in our offices in the new Hosiery Building at 


385 FIFTH AVENUE, NEW YORK 
(At the Southeast Corner of 36th Street) 
MILLS AT SHILLINGTON, NEAR READING, PA. 








“ ..a good popularly 
priced hosiery display 


attracts customers !” 


Easter is not far away, and with the arrival 
of the holiday season, comes the holiday 
dollars. 


Many merchants find that hosiery attracts 
customers, and the holiday dollars into the 








Pure Thread Silk Full Fashioned Hosiery 


“Longer Dresses Dind 
try’ 


Say Paterson oe 


“As a result of longer hemlines, we have the voguithe ‘Si 
for long curving lines, which in turn demands cor “RUBY 
sets and foundation garments with hose supporter the 
Thus women are again supporting their stocking§as the e 
with metal clasps which so frequently are to blangis an as 
for ‘runs’ from the top of the stocking. It ther@7pe p. 
fore becomes of great importance to streqvery int 





BEAUTY 
DURABILITY 


ECONOMY 
GEG IR ST 

The requisites of the 
discriminating wo- 
man’s hosiery. Ruby 


— pe 
——- @ 


LITY 





shoe store. Ring combines all —e 
three. They fit—they fe Hani Po BL styce s 
i The Hosi Dis- 9 Length € 
_ wl = wear—they are mod- tributors Institute, a 35 in 


J rN Dp F Flosiery ‘ RUBY RING. erately priced. OUALI 


PATERSON MUTUAL HOSIERY MILLS, Inc. 


Elliott Hosiery Co., Inc. 


Mills: ms: 
258 Fifth Avenue, New York Paterson, NJ. calesge. 
Philadelphia, Pa. San Franeiseo, Cal. 


certif. i FIRST 


267 Fifth Ave., NeweYork City 
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osiery Mills, Inc. 


the ‘Stop Run’ protective feature in hosiery. 


“RUBY RING with their ruby colored run stop ring 
at the top is a guarantee against the trouble, just 
as the extra quality silk in RUBY RING Stockings 
is an assurance for longer service throughout.” 


The Paterson Mutual Hosiery Mills outline this 
very interesting angle in modern day hosiery selling. 


For Hard-to-Fit Women ——_ 


| ONE OF THESE FOUR STYLES 
WILL SATISFY! 








| 
\ |— Long Flength —- | 


35 inches long’... /] Silk from top to toe 
/ 


—= — 
st 














: | 
\ 

| \ 

- KL 

STYLE 34 STYLE 44 
Length Chif- Long Length Ser- 
on. 35 inches vice Weight 35 
. Balk from inches long. Silk 
to Toe. French from Top to Toe. 
i re $14.75 French Heel . $15.25 

IN Ja 


STYLE 35 STYLE 45 
Outsize Chiffon. Outsize Service 
Sik from T to Weight. Silk to 
Toe. French Heel. Welt. Picot Rdge. 

$15.50 French Heel. $15.00 


TRIUMPH. HOSIERY MILLS. xc. 


ifacturers of Full Fashioned and Spring Necdle Silk Stockings 
902-10 BROADWAY ~NEW YORK Mills: Philadelphia and York, Pa. 





HOSIERY AND ACCBESSORIDS 


HOSIERY 


. . . because their styles and luxurious 
appearance never fail to be admired 
and their high quality is attested be- 
yond question by the “‘hdi” Hall Mark 
on every pair. Featuring Society 
Maid Hosiery with this certification 
of first quality is your surest defense 
against the unfair competition of 
“seconds” sold as “firsts.” 
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Ree US Pe OF 
a 
Did you _ receive 
the new “Slips of 
Fashion”  illus- 


trating hosiery 
styles to accom- 
pany 1930 fash- 
ions? Please write 
if you didn’t get 
your copy. 


Gossamer Sheer Chiffons with fine picot or plain 
tops—novelties to suit the customer’s requirements 
for something ‘‘different’’—plain I 
more conservative needs. Service weights that are Aas 


second to none in wearing qualities. 


Society Mais HOSIERY COMPANY, Inc. 


354 Fourth Avenue, New York City 
Mills at Willow Grove, Pa. 
Stockrooms at Dallas, Texas, and Omaha, Nebraska 
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Ingrain Hosiery for 
Easter! 


HOE stores are finding it well 

worth while to “trade up” with 
Harris 45 and 51 guaranteed gauge 
ingrains. 


‘OR this Easter there will be more 

Harris ingrain hosiery sold than 
ever before. Make sure of | getting 
your share of this business by writing 
for samples and complete details. 


Send for Samples and Color Card! 


Created by 
Harris Silk Hosiery Co. 
Springfield, Mass. 
NEW YORK OFFICE: 389 FIFTH AVE. 
LEE & COWAN, Selling Agents 





styles for the 
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L. Bamberger & Co., Newark, N. J. >> 
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« HOSIERY WINDOWS GROW 





Pas mmo 





F you want to make your hosiery display win- 
| dows good, keep them simple, but let them 

tell a coherent story. This is sound advice 
and it is practiced by the best display men in the 
country. On these two pages we show you 
some of the best hosiery displays that have been 
produced recently. Each one of them is simple, 
and with, perhaps, slight variations, might easily 
be produced in any store in the country no matter 
how large or how small. 


HE R. H. Macy & Company window at the 

upper left is frankly a selling window. It is 
set up much after the fashion of a newspaper ad- 
vertisement. The message is carried on the large 
placards which form a background. People did 
stop to read the message, which was based on the 
fact that Macy is handling a shorter than usual 








<—« R. H. Macy & Co., New York 






hose for the short woman. To illustrate this fact 
a regular length hose and one of the short hose 
were pinned alongside each other at each side 
of the window. 

The placards read: 

“They are three inches shorter than the aver- 
age stockings, which for years, you have had to 
bunch at the top. 

“Tf you are a little girl or a short woman under 
5 feet, 3 inches, Macy’s has stockings especially 
for you. 

“They look better (no more excess stocking, no 
more wrinkles at the ankles), feel better (nice and 
trim) because they fit. 

“They last longer (the garter top becomes a real 
protection ). 

“But now! You don’t have to fold them or roll 
them !” 


Boot AND SHOg RECORDER 
combining THE SHOP RETAILER, March 1, 1930 











ska 
ger 


at t 
cha 


spo: 
play 
and 
ticu 
and 


back 
heig: 


Hosiz 








no 


nd 


eal 


roll 








HoSsIERY AND ACCESSORIES 


Martin’s Brooklyn, N. Y. 

















ITH a snowy mountain and lake scene, 

simply sketched on a two panel background, 
skates, snow shoes and hockey sticks, Bamber- 
ger’s Newark, put over the attractive window 
at the lower left. The placard said: 

“Warm-Wooly-Bright Just Right.” The mer- 
chandise told the story. 

Hosiery for special occasions, particularly 
sports, lends itself admirably to interesting dis- 
plays. A background in character with the sport, 
and a few of the other accessories of the par- 
ticular sport always make an eye-catching window 
and stimulate sales. 


T the upper right we show a sale window at 
Martin’s, Brooklyn, specialty shop. Paneled 
backgrounds and modernistic tables of varying 
heights form the display materials. Note how 






Serio 


SIMPLER AND BETTER 





sparingly, but judiciously, the hose themselves are 
used. The arrangement and balance of this simple 
window is its chief charm. 

Below at the right is an extremely simple, but 
effective window of hose and shoes, seen at 
Loeser’s, Brooklyn, department store. The simple 
box fixtures, the three short lez forms and the 
hose and shoes can be found in almost every shoe 
store in the country. To duplicate this trim 
should be comparatively easy. 

To achieve a simple modernistic window is an 
easy task. A few various sized boxes can be 
bought, or made of wall board. To vary their 
color for different displays they can be painted 
with water color paints, quick drying lacquers 
or covered with wall paper or cloth. With 
modernistic pattern coming into wall papers, 
there is a wide field for their use. 
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the children’s section. Its perplexities of sizes 

and patterns has been the downfall of many 
greenhorn buyers. There is more downright hard work 
connected with the successful operation of a children’s 
hosiery department than any other. Picking the right 
hosiery patterns and colors for men and women is play 
compared to having the proper percentage of sizes, 
lengths and the right patterns for the children. 

In each different size group, some sizes sell best. 
Just what these are can only be learned by the close 
study of past performances. Maybe the reason for 
this variance is that during certain ages children wear 
out more stockings than at other times. That is only 
a guess, but it sounds logical. With our stores, sizes 
7 and 7¥4 in the junior socks are the best sellers. Pos- 
sibly children are more active at this age and this is 
reflected in the quick wearing out of their clothing. 

It is an open secret that the children wear what they 
like. Very few parents buy what is considered proper 
in their grown-up judgment. The child is the one who 
says what it will or will not wear. One must there 
fore be in constant touch with children to be able to 


r i VHE bugaboo of many a hosiery department is 








In (Children’s Hose Especially, This 
Is Important Factor in Success 


of ‘Department 


By AGNES BURKE 


Hosiery Manager, Hahn Shoe Shops, 
Washington, D. C. 


discover what they are thinking. Once their viewpoint 
is gained, the merchandising of their hosiery needs is 
greatly simplified. 

Children are funny about patterns. Boys stick to 
the same conservative types year after year, just like 
old men. Girls, big and little, are very fussy in their 
pronounced likes and individual tastes. 

Past experience alone is the proper guide in selecting 
next season’s goods. Records play their very important 
part in determining the proportion of sizes and the 
percentages to buy, but nothing beats selling at the 
counter and finding out exactly how the merchandise 
appeals to the trade. 


DECIDED trend is taking place in the women’s 
hosiery business, that is, at least our stores are 
feeling it. Women are not questioning our judgment 
nearly as much when our hosiery girls tell them what 
sizes they should buy. Some time ago we started edu- 
cating our own girls to the many advantages that come 
to them by wearing hose long enough. Through their 
own experiences, the girls are able to convince women 
[TURN TO PAGE 121, PLEASE] 
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THE CLEVER SHOE RETAILER 


Knows Women Appreciate 


KNITBAC Hosiery Repair 
And He Profits By It! 





HERE is no more effective service for 
your hosiery counter than the instal- 
lation of KNITBAC repairing. 

Your women customers will appreci- 
ate being able to have their stockings 
flawlessly repaired of runs and pulls, 
They will tend to purchase’more expen- 
sive hose when they know each repair 
is guaranteed. You will build prestige 
for yourself—satisfaction for your cus- 
tomers—and they in turn will tell their 
friends. 

Be the first in your town to install 
KNITBAC—you will find, as hundreds 
of other hosiery buyers have, you can 


double your business in a year! 


FOR INFORMATION WRITE TO 


KNITBAC SERVICE CO., INC. 


508 FIFTH AVENUE, NEW YORK 


“== = = = SSS SESE SY 
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RIGINALITY 


DUO-STEEPLES priceless gift of leadership. First it was 


No. B70. Duo-Steeple Black “ u" 
ee ee ee Steeple Heels.” Took the country by 


point heel styles. 45-gauge, : j * 
4-thread, all-silk chiffon. Ful storm over night. Then Gold Maid of 


: J // 
lengths. Sizes81/2t0101/2. fered “Duo-Steeples. Another success 
Immediate delivery from Chi- 
cago distributing office. ...and then another. In eight short years 


No. B60. Duo-Steeple Self- 


colored Heels. 


No. B53. Steeple BlackHeels. jn the hosiery field through that price- 
No.B50. Steeple Self-colored 
Heals are less gift of leadership: ORIGINALITY. 


Mills at Cheltenham, Pa. 


Gold Maid has won an enviable place 





WRITE FOR SAMPLE AND COLOR CHART 


GOLD @ MAID 


HOSIERY MILLS,Inc. 


319 West Jackson Boulevard, Chicago, .Illinois 
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i at sad ht 


. Marmoset 


. Beige Blond 


. Rose Dijon 
. Rendez Vous 


. Rose Taupe 

. Rose Metal 

. Duskee 

. Oriental Beige 
. Beige Clair 





Sheer Service 
ALLEN-A 
Light Gunmetal 1. Light Gunmetal 
Muscadine 2. Muscadine 
Sunbask 3. French Nude 
ARCHER 
Sun Brown 1. Sun Brown 
Muscadine 2. Rosador 
. Rosador 3. Grain 
Misty Morn 4. Crystal Beige 
. Crystal Beige 5. Muscadine 
ARROWHEAD 
Ivoire 1. Grain 
Dream Pink 2. Ivoire 
Grain 3. Dream Pink 
Rosador 4. Pearl Blush 
Florida 5. Rosador 
ARTCRAFT 


1. Marmoset 


Aloha 2. Mushroom 
. Sauterne 3. Mignon 
L’Avenue 4. L’Avenue 


5. Castor 


BLUE MOON 


1. Rose Dijon 
2. Muscadine 


. Muscadine 3. Gunmetal 

. Light Gunmetal 4. Light Gunmetal 

. Plage 5. Rendez Vous 
BURSON 


. Light Gunmetal 1. Light Gunmetal 


Beige Clair 2. Pearl Blush 


. Pearl Blush 3. Champagne 
Plage 4. Beige Clair 

. Rosador 5. Grain 

CORTICELLI 

Light Gunmetal 1. Sable 

. Afternoon 2. Gunmetal 

. Crystal Beige 3. Crystal Beige 

. Duskee 4. Duskee 

. Almora 5. Afternoon 

DEXDALE 


1. Rose Metal 

2. Oriental Beige 
3. Rose Taupe 

4. Brown Beige 
5. Duskee 


SECTION 





© © © 
Sheer Service 
FINERY 
1. Light Gunmetal 1. Light Gunmetal 
2. Boulevard 2. Blond Doré 
3. Duskee 3. Grain 
4. Sable 4. Sable 
5. Misty Morn 5. Plage 
GOLD MAID 
1. Muscadine 1. Boulevard 
2. Rendez Vous 2. Plage 
3. Beige Clair 3. Cinamo 
4. Boulevard 4. Rendez Vous 
5. Rosador 5. Blond d’or 
GOTHAM 
1. Rendez Vous 1. Sable 
2. Duskee 2. Duskee 
3. Sable 3. Gunmetal 
4. Afternoon 4. Afternoon 
5. Pawnee 5. Pawnee 
HARRIS 
1. Ali Baba 
2. Sun Tan 
3. Turf Tan 
4. Ombrette 
5. Duetone 
HOLEPROOF 
1. Silhouette 1. Gunmetal 
2. Gunmetal 2. Silhouette 
3. Ficele 3. Grain 
4. Ponjola 4. Blond d’or 
5. Bamboo 5. Beige Castor 
HOLLYWOOD 
1. Beige Clair 1. Light Gunmetal 
2. Light Gunmetal 2. Ivoire 
3. Ivoire 3. Rosador 
4. Rosador 4. Dream Pink 
5. Dream Pink 5. Beige Clair 


IRON CLAD 


1. Light Gunmetal 1. Light Gunmetal 

2. Sable 2. Sable 

3. Ivoire 3. Crystal Beige 

4. Crystal Beige 4. Beige Clair 

5. Beige Clair 5. Allure 
KREUGER-TOBIN 

1. Sunbask 1. Sunbask 

2. Florida 2. Florida 

3. Muscadine 3. Muscadine 

4. Plage 4. Plage 

5. Rendez Vous 5. Rendez Vous 


ibe. 
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AS REPORTED BY LEADING MAKERS AND SELLERS 
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. Light Gunmetal 
. Beige Clair 





Service 


LARKWOOD 


Sheer 


. Boulevard 1. Boulevard 
Betel 2. Betel 

. Brummel 3. Ming 

. Beechwood 4. Biscayne 
Ming 5. Caprice 

MASTERPIECE 

. Storm 1. Muffin 

. Mayfair 2. Sun Brown 
Muffin 3. Mayfair 

. Saddle 4. Gunmetal 

. Sun Brown 5. Gypsy 


McCALLUM 


. Yarro 1. Gunmetal 
. Oriental Beige 2. Shadow 
. Gunmetal 3. Sunmode_ 
. Sun Brown 4. Oriental Beige 
. Shadow 5. Yarro 
MOJUD 
. Manon 1. Manon 
Sable 2. Sable 
Plage 3. Tan Nude 
. Crystal Beige 4. Plage 
. Muscadine 5. Crystal Beige 
PHOENIX 
. Gunmetal 1. Gunmetal 
. Castor 2. Peach 
Peach 3. Vanit 
. Amber 4. Skin 
. Skin 5. Graele 


ROLLINS 


1. Light Gunmetal 
2. Beige Clair 


. Plage 3. Plage 

. Duskee 4. Gunmetal 

. Gunmetal 5. Muscadine 

ROSAINE 

. Light Gunmetal 1. Light Gunmetal 

. Sable 2. Duskee 

. Duskee 3. Sable 

. Boulevard 4. Crystal Beige 
Crystal Beige 5. Boulevard 

SOCIETY MAID 

. Florida 1. Florida 

. Light Gunmetal 2. Light Gunmetal 

. Beige Clair 3. Ali Baba 

. Plage 4. Afternoon 

. Breezee 5. Plage 











[118] 





CSL ING 


N Erie, Pa., the Weschler shoe store has a hosiery 

department that is a corker. For volume, compared 
to the size of the store, it is one of the outstanding 
hosiery departments of the country. 

Mr. Weschler is a great believer in building up con- 
fidence in his store among his customers. He has been 
at it a long time and, naturally, has obtained results, 
for he is thorough in everything he does. 

To clean out his stocks of hose and shoes, he runs 
periodical sales, and his sales have become so well 
known among his customers that it is not necessary 
to make a big advertising splash to draw trade. All 


IN ON @TMLL 





q 
5 
a 


he does is send out a little pink slip in the mail, usu- 
ally inclosing it with the monthly statement. It is just 
an ordinary multigraphed pink slip, but it is headed, 
“Another Pink Slip from Weschler’s.” 

“We can figure that within an hour after the pink 
slip is delivered to the first customer we will get re- 
sponse—real sales,” says Mr. Weschler. “And to fig- 
ure that we can sell from 100 to 150 dozen pairs of 
hose from every pink slip special we send out. We 
ran such a special on men’s hose just before Christ- 
mas and sold 75 dozen pairs within eleven days.” 

Which is mighty good in Erie. 





ERE is an excellent study, not only of modern 
window display methods, but of the subtle link- 
ing up of high style dress accessories. It appeared in 
one of the Fifth Avenue windows of the Saks-Fifth 
Avenue store, New York. The modernistic background 
is of rounded dull finished aluminum and the metal 


tubing table and the modernistic metal shoe stands 
carry out the modernistic atmosphere. The merchan- 
dise itself consists of winter resort shoes and bags to 
match, with the proper gloves and hose to harmonize— 
a real example of ensemble accessory suggestion. This 
is a simple but highly effective window. 
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UBLICATION of a Color Correlation Chart for 

the spring, 1930, season by the Textile Color Card 
Association has been announced by Margaret Hayden 
Rorke, managing director of the association. 

The chart, consisting of eight pages, serves primarily 
as a guide for the correct color coordination of cos- 
tume, hat, shoes, bag, gloves and hosiery. It is to be 
used in conjunction with the 1930 spring season color 
cards already issued by the association. The colors re- 
ferred to in the chart appear, with few exceptions, on 
the above cards. 

Included in the list are the shades which leading 
apparel industries have chosen for spring and summer 
promotion. 

The outstanding color families for daytime and eve- 
ning wear are divided in groups according to their cast, 
and for each group are suggested the fashionable shades 
in shoes, hosiery and other accessories, which properly 
match, blend or contrast with the dominant color note 
of the costume. 

Blues, for example, are classified in darker street 
tones as to greyed blues, violet blues, purplish blues 
and navies, while the lighter blues for sports and resort 
wear, include sky and baby blue types, aquamarine and 
turquoise. 

A special feature of the chart is a collection of fash- 
ionable bicolor themes adaptable to town, sports and 
beach wear. 

The darker ground colors, such as blue, green, brown 
and black, are subdivided as to cast, and for each im- 
portant color path are listed the various lighter tones 
to blend or contrast. 

Copies of the chart have been distributed to members 
of the Textile Color Card Association and are avail- 
able to the trade in general. 


J. W. Harwood, who has covered western Tennessee 
for the Roberts, Johnson & Rand branch of the Inter- 


national Shoe Co. for the past eight years, has resigned 
and will establish headquarters in Birmingham, from 
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which point he will cover the State of Alabama for the 
Rollins Hosiery Co. of Des Moines, Iowa. 


AN 


William C. Alexander, vice-president of the Elliott 
Hosiery Co., announces the addition to the sales force 
of W. W. Dunn to cover parts of Virginia, North and 
South Carolina, with headquarters in Richmond, Va., 
and Ira Halpern to cover the larger cities of Kentucky, 
Tennessee, Alabama, Mississippi and Louisiana. 


aN 


J. R. Proffitt, who for the past several years has 
been manager of sales promotion of the Mode-Modeled 
division of Westcott Hosiery Mills, Dalton, Ga., has 
been appointed director of advertising of the Fabrimode 
Costume hosiery division of Westcott Hosiery Mills 
and will have under his direction the advertising and 
sales promotion of all style groups of Fabrimode Cos- 
tume hosiery both in this country and abroad. 


aN 


Reinhard C. Huettig, has resigned as president and 
general manager of the Paterson Mutual Hosiery 
Mills, manufacturers of Ruby Ring Hosiery, and has 
severed all connection with the company. His son, 
Fred R. Huettig, has resigned as secretary and produc- 
tion manager. 

Hugo Huettig, a brother of Reinhard Huettig, treas- 
urer and original founder of the Paterson Mutual 
Hosiery Mills, will resume active control of the com- 
pany. For some time he has been treasurer of the 




























company, but had relinquished active participation in 
the business to his brother and nephew. 

No change is contemplated in the sales policies of 
the company or in the sales personnel. 

It is understood that Reinhard Huettig and Fred 
Huettig plan to reenter the hosiery business. 


as 


Recent additions to the sales force of the Finery 
division of the Interstate Hosiery Mills include George 
Schlesinger, who will cover Westchester County, N. Y.., 
and Connecticut; Irving Rose, who will cover New 
York State ; E. A. Hyman, who will travel in Delaware, 
Maryland, Virginia and the District of Columbia, and 
J. A. Calchman, whose territory is Long Island. 


a) 


A full fashioned stocking made “inside-out” is the 
newest method of obtaining the less lustrous finish on 
hosiery which fashion demands. Already a wide dis- 
tribution of such stockings under the name “Rograin” 
produced by the Roman Stripe Mills and sold through 
the Combine Hosiery Corporation has been obtained. 

A. L. Ullman, selling agent, also is offering an inside- 
out stocking. The Combine Hosiery Corporation is 
understood to have made application for certain patents 
covering the manufacture of the inside-out stocking. 

Best and Company, New York, was probably the 
first store to advertise the new stocking. 
ad the story was told as follows: 

“Smart young things started the fashion last sum- 


In the initial 


mer when they wore their stockings inside out to make 
it appear that they weren’t wearing stockings at all. And 
then they discovered that the reverse side of the stock- 
ing accomplished a lot of other things as well! Be- 
cause its luster was reduced it made legs appear slim- 
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Microscopic view of inside (left) and outside, (right) 
stocking fabric. 


mer, it had subtler color value, it looked lots sheerer, 
didn’t show rings, even seemed to wear longer. 

“Tf only it hadn’t shown those clumsy, rough, un- 
sightly seams! 

And then a very up-and-coming stocking concern 
took the young things’ tip and came to the rescue with 
Rograin. It Jooks a dollar sheerer than it is. It wears 
a dollar longer than it looks. It smooth out the seams 


until they appear as little silken veins.” 








Fine gauge seamless hose bearing the hall-mark of 
the Hosiery Guild are now on the market. Several 
members of the Guild are now producing 300, 320, and 
340 needle stockings, which meet the minimum speci- 
fications set up by the Guild. 

Above we show a Guild stocking, 340 needle, made 
by the Fisher Hosiery Company, Reading, Pa. The 
enlarged picture of the toe of the stocking illustrates 
The nar- 


some of the features of “Guildmode”’ hose. 
rowing of the toe and the gusset are provided for in 
the specifications, as well as the looping of the toe 
under the foot instead of across the top of the toe. 
The fit of the foot and ankle, as shown in the upper 
photograph, and the absence of a seam up the back are 


distinct features of all “Guildmode”’ hose. 


aN 


First Assistant Commissioner of Patents William 
A. Kinnan has ruled that the Combine Hosiery Corp. 
of New York, is entitled to register the term “Trezur” 
as a trademark, despite the protest of the House of 
Tre-Jur, Inc., user of the term “ 
mark for cosmetics. 


[re-Jur” as a trade- 


In arriving at his decision the commissioner found 
that in the first place the goods in each case were of 
such remote classification that there was no likelihood 
He found also,that the marks are not 
deceptively similar, and that the mark of the hosiery 


of eonfusion. 


firm is not essentially the corporate name of the opposer 
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Formation of a national group of full fashioned 
hosiery manufacturers was pushed a step further along 
the way with several regional meetings last month and 
a general group meeting in New York on February 21. 
\ further meeting to weld the national organization 
together will be held early in March, according to 
C. Marlin Bell, managing director of the Philadelphia 
Textile Manufacturers Association, under whose au- 
spices the new group is being formed. 

Committees have been appointed to represent the 
New York and New England group, the Reading 
group, the Philadelphia group and the Mid-West 
group. A committee to represent the Southern group 
will be appointed soon. 


ay 


The Peter Pan Hosiery Co., Inc., of 220 Fifth 
Avenue, New York City, sole distributors of Mulberry 
llosiery in the metropolitan district, announce through 
A. Weinrib that they have taken larger quarters for 
their offices and stockroom in order to enable them 
to take care of the increased demand for Mulberry 
Hosiery. 


0 


The Wolfinger Knitting Mills, Reading, Pa., which 
ceased the production of seamless goods last Septem- 
ber and has since been installing full-fashioned ma- 
chines, expects to get into production early in March. 

The machines now being installed are 45-gage and 
the company will concentrate its production on a stock- 
ing of this gage with a French curved heel and curved 
sole running into the toe. 








Know What They Want 


[CONTINUED FROM PAGE 114] 


of the desirability of buying stockings of the proper 
length. Many customers will voluntarily tell us that 
their hose wear twice as long and are infinitely more 
comfortable since they adopted our size suggestions. 

In this campaign we have been aided by the shoe- 
men, who, it seems, are paying more attention to the 
fit of shoes than heretofore. That size is of less im- 
portance than comfort, is an argument that is bearing 
fruit. Featuring small ankle stockings enables one 
selling hose to present real reasons why the right 
length should be worn. 
would have dreamed of regularly carrying a woman’s 


A few years ago, no store 


hose in size 10%, but what is the woman to do who 
wears a size 8 or larger shoe, if someone does not 
carry her right hosiery size? When more larger sizes 
are carried, then fewer smaller ones will be sold, so 
in the final analysis, the stock has not been materially 


increased but the sales have. And that’s what counts. 





Hosiery AND ACCESSORIES 
SECTION 


WET Ee d 
WZ 


Tae 



























\ “UN 























{| 

YY 

DU 

IH) mil *Leckwood The Answer to 
! | ° “ . 
Hi . “ve uyers 
| | H Vemp-Tee He- 4 oo 4 he ee 
Hk siery is that Fa- g I rayer . on 

Vi mous Hosiery j ; to four times 
I} with the Toe . E more durability 
Ss \ Like No Other 3 for the average 
IN? t It’ man’s 18,908 
Il Toe! It’s more than 4 wom: ° 
NH a toe, for the re daily steps. 
Wyk merkable V-shaped Look into this 
\ , t«e reinforcement unusual propo- 
||? covers the toe aioe walie Ge 
' joints and ends ie oe? 

the ‘‘friction holes’’ sales P an a 
at the sides. samples! 


What Is the *Vamp -Toe? 


























Jart WwooD 








This illustration shows where 
ordinary reinforcing ends (see 
white line) and how much extra 
protection *LARKWOOD VAMP- as indicated by the white 
TOE HOSIERY gives. gives only partial coverage 

LARKWOOD SILK HOSIERY MILLS, Inc. 
CHARLOTTE, N. C. 
John C. Larkin, Dir. of Sales, 200 5th Ave., N 


N. ¥ 
(After March 15th, Sales Office will be at 385 5th Are.) 
*Trade Mark Reg. U. 8. Pat. Of. 


VAMP-T0! 


tirely covers the toe 
whereas the ordinary Block 
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“RIPS” 
“TEARS” 
“RUNS” 


The use of 
Salisbury Pinless Slip-On Tickets 


is your cheapest insurance 
against hosiery losses. 





























No Pins 
El sine 5 To Injure 
E i , 
x Lot 5 Fabric 
z Price - or 
Fingers 
Size No. 10 Size No. 2 
(FRONT) (BACK) 


SALISBURY MFG. CO. 


P. O. BOX 1523. PROVIDENCE, R. I. 


Write for samples and price list 
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HANDBAGS 


-HANDBAGS 
-HANDBAGS 


i It was inevitable . .. The great demand for 
handbags among the shoe retailers had to 


lead to a handbag section. 


And it’s coming soon... 10 leading hand- 
bag manufacturers are cooperating to give 
the shoe trade the-service it wants... Ed- 
itorials, fashions and highlights on bags 


will be featured. 


Meanwhile, if you have any handbag 
problems—if you want a handbag to match, 
or a handbag for a certain price or of a 


certain material—we can help you. 





COMMUNICATE WITH THE— 
HOSIERY SUPPLEMENT OF— 











BOOT and SHOE RECORDER-_ 




















BooT AND SHOE RECORDER 


combining T'HE SHOE RETAILER, March 1, 19°) 





